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UNFIT DEALERS LOSING OUT 


MoCucn U; Urges « SAE 1 to Hold Industry S Leadership 
=| Olds Head Asser Is| A pril Out put of 490,000 


Looms as Peak; Sales Top 


In May; F all Shows Win |Declares Frazer 





Sparks 


Coat Tailing In 
Saginaw Speaks 
The Call of the Road 
Coast Correspondence 


By 
Chris Sinsabaugh 


ATCHING HOLD of the coat 

tails of Mike Gorman, editor 
of the Flint Journal, I joined the 
rear guard of the Parade of the 
Great, which wended its way over 
the Last Mile from the guest room 
to the banquet hall of the Hotel 
Bancroft at Saginaw, Mich. In the 
Parade of the Great (apologies to 
Bruce Barton, who coined the Pa- 
rade of the States) which wound 
up at the speaker’s table were 
such notables as Alfred P. Sloan, 
Charles E. Wilson, Lawrence P. 
Fisher, James D. Mooney, Orville 
Hunt, Irving Babcock, Marvin E. 
Coyle, Harlow Curtice, Charles 
McCuen, Fred Kimmerling, Floyd 
Tanner, et al, the high command 
of the corporation which Sagi- 
naw’s Chamber of Commerce was 
honoring with a luncheon given 
as a token of the city’s apprecia- 
tion of what General Motors is 
doing for that community. 

* * - 


AS I INTERPRETED it, the 
Saginaw luncheon was another 
testimonial of the worth-while of 
General Motors’ policy of decen- 
tralizing its production nerve- 
centers. Going into the smaller 
cities and towns for locations for 
its plants which turn out essen- 
tial parts that enter into the con- 
struction of General Motors cars 
seems to me a guaranty of im- 
munity from labor troubles, also 
giving these communities the sup- 
port of payrolls that will keep 
the wolf from the door and give 
them a place in the nation’s sun. 
At the same time General Motors 
is neighborly in these activities 
and just as much interested in 
the welfare of the city or town 
as the butcher, the baker and the 
candlestick maker. So I believe 
in this decentralization — it’s a 
mighty good thing for all parties 
concerned, 

* * * 

SAGINAW’S demonstration was 
patterned along the same lines as 
similar affairs given by Flint, 
Lansing, Pontiac and Bay City, 
where these several communities 
sang loudly the praises of Gen- 
eral Motors as personified by Al- 
fred Sloan. Like all of these, 
Saginaw has good reason for 
chortling with glee over having 
General Motors for a good neigh- 
bor, for, although Saginaw has 
122 industries in the city, General 


(Continued on Page 14, Col. 1) 


Buyers Must Have 
Still Lower Prices 


By E. M. LUBECK 
DETROIT. — Asserting 
that while motor car prices 
through improvements in 
manufacture and research in 


metallurgy have been re- 
duced from 39 per cent to as 
much as 75 per cent in the past 
10 years in favor of the car 
| buyer, taxes paid by motorists 
have jumped from $295,158,000 to 
more than _ §$1,200,000,000 from 
1920 to 1934, C. L. McCuen, presi- 
dent of Oldsmobile, gave 400 
members of the Society of Auto- 
motive Engineers at the produc- 
tion dinner at the Book-Cadillac 
an insight into phases on the in- 
dustry far afield from their usual 
engineering activities. 

The dinner was the culmination 
of several days conferences of the 
production end of the industry 
which included also tours of vari- 
ous plants in the Detroit area. 
Over 600 engineers attended the 
meetings and discussions in which 
various problems were presented 
and thoroughly analyzed and re- 
ported on from the SAE stand- 
point. 

McCuen pointed out that the 
job of the men in the motor car 
industry was to challenge with 
renewed energy the problems 
ahead of them. To maintain the 
leadership the industry has estab- 
lished, he declared, it is neces- 
sary for engineers and production 
men to work hand in hand and 
for both to co-operate more than 
ever with the management and 
the sales departments. He stressed 

(Continued on Page 3, Col. 1) 








MecCUEN Asks Lower Prices 











By BILL CALLAHAN, 'AHAN, Managing Editor 


DETROIT.—April points for a close with a production total estimated 
490,000 units which may turn out to be the peak for the spring season. 
Retail sales during the month have kept close pace and are likely to come 
close to if not above the 400,000 mark with the sale peak probably coming 
in May. This upturn which began in March has quited the cries of the 
February fear forecasters that the fall model announcements would kill 


spring sales. 


A May peak would not mean that the season ends there. A. P. Sloan, 
GM generallissimo, places the corporations total for the year at 2,000,000 
units which would mean a busy summer. And of fall announcements Sloan 


and Chrysler are in agreement. 


Said Sloan at Saginaw this week: 


“We expected that the buying of 


November and December would mean curtailment of the normal spring 
buying, but this is not so. In March we nearly reached an all-time record, 
and it is highly possible that we will reach that peak in April.” 


Said Chrysler in his annual report: 


“The seasonal distribution of our 


business this year, as compared with previous years, has been affected by 
the introduction of new models in November, rather than in January,. as 
heretofore. The indications are that this change a result in a more even 


(Continued on Page 3, 


2,000,000 Cars 
By GM Alone In 
"36, Says Sloan 


Lauds Fall Shows; Urges 
Caution at Saginaw 
Testimonial 


SAGINAW, Mich.—High lights 
of the speech delivered by Alfred 
P. Sloan jr., president of General 
Motors, at the luncheon tendered 
Wednesday by the local Chamber 
of Commerce to the corporation 
and its executives in appreciation 
of the fact that four big GM 
plants, which are located here, 


(Continued on Page 24, Col. 1) 


The Top Ten 


Passenger Cars 

First Ten in Registrations 
for January and February 
Plus 38 States for March as 
Reported in ADN Today. 
1936 ~ oa 1935 
Pos. Make Pos. 
1—178,724 Chev. 95,094— 2 
2—144,251 Ford 178,025— 1 
38— 82,816 Plym. 75,819— 3 
4— 40,925 Dodge 32,536— 4 
5— 32,852 Olds. 23,828— 6 
6— 27,393 Pont. 24,236— 5 
I— 24,234 Buick 11,478— 8 
8— 17,551 Huds.* 13,587— 7 
9— 10,854 Stude. 7,012—10 
10— 9,789 Chrys. 7,527— 9 
“Includes Terraplane. 


Total All Makes 


603,895 489,620 
See Total Registrations to Date, 1936- 
1935, pages 24 and 25, this issue. 


Col. 


MEWA Appoints 
Group to Plan 


Separate Show 


Leaves Door Open to Join 
ASI Sponsors At 
Later Date 


CHICAGO. — Announcement by 
Motor Equipment Wholesalers 
Assn. was made of the appoint- 
ment of a show committee to 
handle the national exposition of 
automotive products, the name 
given to the show planned for the 

(Continued on Page 4, Col. 5) 


FRASER Sees Dealer Purge 


‘Purge Will Lift 
Retail Standards 


Tells Texas Group Only 
Aggressive Merchants 
Can Survive 


FT. WORTH. — A “purge 
of the automobile dealer 
body similar to the elimina- 
tion of the unfit, experienced 
15 years ago by automobile 
manufacturers is taking place to- 
day, J. W. Frazer, vice-president 
of the Chrysler Sales Corp., told 
the Texas Automotive Dealers’ 
Assn. here Thursday. 

Frazer traced the development 
of the industry through the past 
quarter century and described 
how engineers and manufacturers 
have progressed, through co-oper- 
ation and_ scientific research, 
while the dealer body in many 
important respects, has lagged 
behind. 

“The successful automobile 
dealer of the future,” he pre- 
dicted, “will be the one who most 
keenly appreciates that, more 
than ever before in the history 
of our industry, success will de- 
pend upon his own efforts in the 
direction of sound merchandis- 
ing, alert selling and good serv- 
icing.” 

“Twenty-five years ago,” he de- 

(Continued on Page 18, Col. 1) 


Spring Sales to 
Continue Good, 


Says W. Chrysler 


DETROIT.— In reporting the 
second best quarter in the history 
of the Chrysler Corp., Walter P. 
Chrysler, chairman of the board, 
forecast that operations would 
run at a high rate throughout the 
spring. He said: 

“The seasonal distribution of 
our business this year, as com- 
pared with previous years, has 
been affected by the introduction 
of new models im November, 
rather than in January as hereto- 
fore. The indications are that 
this change will result in a more 
even distribution of production 
throughout the year. A substan- 
tial increase in retail deliveries 
during the first quarter was ac- 
complished with a first quarter 
production approximating that of 
last year. This resulted from pro- 
ducing during the fourth quarter 
of 1935 cars for dealers’ stocks 
formerly crowded into the first 
quarter production. Dealers’ stocks 
relative to the current rate of 
retail deliveries, indicates that a 
high rate of production will be 


(Continued on Page 26, Col. 5) 





Directors are 
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MEWA Denies FTC Charges of Unfair Practices 


e Considerin g 


Further Answer to Com plaint 


By MEL 

CHICAGO.—Denial of charges 
in a complaint recently issued by 
the Federal Trade Commission, 
so far as they concern the Motor 
and Equipment Wholesalers Assn., 
was made this week at MEWA 
headquarters in Chicago. 

An official statement says that 
the association “knows of no ac- 
tivities that have been or are 
conducted by the association with 
the intention of violating the 
Federal Trade Commission Act or 
that have had or now have the 
effect of violating any statute. 
The matter is now under advise- 
ment with a view to entering a 
general denial of the charges con- 
tained in the complaint. Recom- 
mendations as to procedure are 
under consideration of the board 
of directors so that answer to 
the complaint within the time 
specified by the commission will 
be made.” 

A cardinal principle of the 
MEWA, the statement adds, has 
been from its conception to keep 
the highways of distribution open 
so that there will be no obstruc- 
tions to the free flow of com- 
merce, which, it understands, “is 
the intent of statutes having to 





Appoint Chayne 


Buick Engineer 


FLINT. — Charles A. Chayne, 
former assistant chief engineer 
of Buick Motor Co. has been ap- 

pointed chief 
engineer, suc- 
ceeding F. A. 
Bower, who has 
been granted an 
indefinite leave 
of absence be- 
cause of ill 
health. 
Chayne came 
to Buick in 
" January, 1930, 
as motor engi- 

C. A. Chayne neer, and was 
appointed assistant chief engineer 
in November, 1933. 


John Dolza, for the past two 
years Buick’s designing engineer, 
has been named assistant chief 
engineer of the company. He has 
been on Buick’s engineering staff 
for the past nine years, having 
joined the company in 1927 as a 
draftsman in the body depart- 
ment. Since 1934 he has had 
complete supervision of chassis 
and engine design. A native of 
Italy, Dolza was educated in the 
Royal School of Engineering at 
Turin, a leading engineering col- 
lege of that country. He came to 
Buick shortly after his gradua- 
tion, after having spent a few 
months in the employ of the New 
York Edison Co. 





ADAMS 

do with distribution.” In_ this 
connection, the statement de- 
clares, the MEWA has continu- 
ally given emphasis to the need 
for a truly competitive condition 
in the distribution of automotive 
products. It has repeatedly called 
attention to exclusive dealer 
agreements and other restrictive 
practices which, in its opinion, 
have the practical effect of ob- 
structing the free flow of com- 
merce. The policies and prac- 
tices of the association are, there- 
fore, diametrically opposed _ to 
those alleged in the commission’s 
complaint. 

In all contacts with the com- 
mission in the circumstances that 
apparently resulted in the com- 
mission’s action, the Motor and 
Equipment Wholesalers’ Assn. has 
indicted and given effect to a 
spirit of complete co-operation. 
That policy will be continued and 
the association is convinced that 
further consideration of the mat- 
ter will result in a clean bill of 
health with regard to allegations 
contained in the commission’s 
complaint. 


New York ik Sales 
Near High Mark 
Set During 1929 


NEW YORK. — New passenger 
car sales for Metropolitan New 
York are close to the record of 
1929, according to a copyrighted 
sales analysis by Sherlock & Ar- 
nold, Inc. 

Considering 1929 as 100, March, 
1936, represents 95%, with the 
first quarter sales reported stand- 
ing at 94.9. 

Comparative figures are as fol- 
lows: 


March, 15,931 

March, 16,680 

..Jan., Keb., Mar., 33,333 
1929...Jan., Feb., Mar., 35,134 


March, 1933, was the low point 
with 6,459 units registered. Sales 
for the first quarter last year 
totaled 17,005 units. 


Colorado Opens Ports 

DENVER. — The state highway 
courtesy patrol board appointed 19 
officers during the week to operate 
six official ports of entry on the 
state’s borders. The ports of entry 
will be moved to roads entering the 
state as traffic requires. The officers, 
not actually members of the courtesy 
patrol, will check for violations of 
the motor fuel and road tax laws 
and give information to tourists. 
The ports, each manned by three 
officers, will be open 24 hours a day. 


TORQUAY RALLY WINNER: Here is F. R. G. Spikin with his 
Spikin’s-Hudson Special with which he won the recent Torquay Rally 


of the British Royal Automobile 


Club. Participated in by private 


owners and sportsmen, the Torquay run is for 1,000 miles and presents 


all sorts of difficulties. 





Registrations 
In Dominion Up 


4% Over *35 Total 


MONTREAL.—An increase of 
more than four per cent was 
shown in registrations of motor 
vehicles in Canada in 1935 when 
they totalled 1,176,126 against 
1,129,532 in 1934. The Dominion 
Bureau of Statistics reports. 
Registrations included 989,844 pas- 
senger automobiles and taxi cabs, 


cycles, 1,848 motor buses, and 
1,265 road tractors, ambulances 
and service cars. 

In addition to motor vehicles, 
there were 49,376 registrations of 


CHEVROLET’S 20-TON expedition about to start. Left to right | ‘Tailers. 
are: Harold Baxter, AAA observer; Wild Bill Cummings, famous 
racer, who will drive the truck; Eric Von Hambach, AAA observer; 
C. E. Davison, president of General Motors fleet sales; M. E. sh, 
general manager of Chevrolet’s truck department and H. E. Slater 


of the Thornton Trailer Co. 


Pulling a 15-ton payload, the 1%-ton 


Chevrolet is making a 2,600-mile economy run under supervision of 


the AAA Contest Board. 





Chev. Truck Seeks Record 


With 15-Ton 


DETROIT. — Wild Bill Cum- 
mings, who on May 30 will be 
driving a race car around the In- 
dianapolis track to seek a 500- 
mile speed record, has undertaken 
a different sort of drive—to set a 
2,600-mile economy record. The 
test is being conducted under the 
official sanction (No. 3402) of the 
contest board of the American 
Automobile Assn., to determine the 
actual costs of transporting a 15- 
ton pay load on a _ semi-trailer 


Buick Makes 10 





Sales Awards| 


FLINT. Company “citations” 
have been accorded 10 top flight 
Buick retail salesmen for their 
1935 sales record totaling more 
than $1,500,000 worth of auto- 
mobiles, according to W. F. Huf- 
stader, Buick general sales man- 
ager. 

The crack salesmen, operating 
in widely separated and totally 
dissimilar territories, accounted 
for the sales of $1,118,293 worth 
of new cars and $401,110 in used 
cars during the period, an average 
annual gross of more than $150,- 
000 for each salesman. 

“These salesmen worked for 
dealers serving small as well as 
large communities and their suc- 
cesses were accomplished in 
markets of widely differing char- 
acteristics,” Hufstader said. “It 
is distinctly a mark of ability and 
individual effort to have reached 
the top 10 of the Buick retail 
selling organization.” 

Prizes were awarded the lead- 
ers, who likewise are officers of 
the Buick Salesmasters Club in 
their respective territories. The 
10 leading Buick salesmen in 
1935 were: John W. Daquilla, 
Thos. F. Daquilla Co., Beaver 
Falls, Pa.; A. F. Bagley, Kelly 
Buick Sales Corp., Baltimore, 
Md.; Jack Doherty, Buick Motor 
Co. factory branch, Flint, Mich.; 
E. J. Rabidoux, Glidden Buick 
Corp., New York; F. W. Wells, 
Cliff M. Averett, Inc., Columbus, 
Ga.; P. A. Brokaw, Buick Motor 
Co. factory branch, Flint, Mich.; 
John Gugelmeyer, Kruse Motor 
Co., Davenport, Ia.; J. Paul 
Charles, Harrisburgh Buick Co., 
Harrisburg, Pa.; C. B..Hebble, 
Brick Church Buick Co., East 
Orange, N. J., and Harry Ambler, 
Lammerts, Inc., Niagara Falls, 
N. Y. 


| 21; 





Concrete Load 


‘towed by a Chevrolet 1%-ton 
truck, specially equipped with a 
Thornton dual-ratio four-rear- 
wheel drive. Load, trailer and 
truck together weigh 20 tons. 
Cummings is accompanied by 
Harold Baxter, official observer 
of the AAA, who will certify to 
the costs of operation. 


The 15-ton pay load consists of | 
specially formed blocks of con- 


crete, securely bolted down to the | 


trailer platform, and tied together 
by a heavy bar of steel running 
the whole length of the load. Vir- 
tually the entire weight of the 


load and the trailer is carried on | 


the four dual rear wheels of the 
truck and the four dual rear 
wheels of the trailer. Thus, 16 
heavy duty pneumatic tires sup- 
port the weight. 


The stops scheduled for the 
2,600-mile route are Flint, 
Grand Rapids, Apr. 22; Fort 
Wayne, Apr. 23; Indianapolis, 
Apr. 24; Cincinnati, Apr. 25; Co- 
lumbus, Apr. 27; Cleveland, Apr. 
28; Buffalo, Apr. 29; Syracuse, 


Apr. 30; Albany, May 1; Spring- | 
field, May 1; Boston, May 2; New| 


York, May 4-5; Philadelphia, May 
6; Baltimore, May 7; Washington, 
May 8; Harrisburg, May 9; Bed- 
ford, May 10; Pittsburgh, May 11; 
Toledo, May 12; Detroit, May 12. 


JAMES JORDAN, South Bend, 


Apr. | 





Registrations of motor vehicles, 
by provinces, with 1934 figures in 
brackets: Ontario 564,076 (542,- 
245); Quebec 170,644 (165,526); 
British Columbia 98,411 (92,021); 
Saskatchewan 94,792 (91,461); Al- 
berta 93,870 (89,369); Manitoba 
70,660 (70,430); Nova Scotia 43,- 
952 (41,932); New Brunswick 31,- 
227 (29,094); Prince Edward Isl- 
and 8,231 (7,206); Yukon 263 (248). 


Paul Hoffman To 
Speak 1 in Chicago 


NEW YORK. — . Sie of the 
motor industry’s nationwide traf- 
fic safety program will be re- 


| viewed by two members of the 


Safety Traffic Committee of the 
Automobile Manufacturers Assn. 
at meeting in Chicago early in 
May, Norman C. Damon, secre- 
tary of the committee, announces. 


Paul G. Hoffman, chairman of 
the committee and president of 
Studebaker Corp. will speak at 
the Mid-West Safety Conference 
being sponsored by the National 
Safety Council in Chicago May 6. 
Ray P. Fohey, secretary of the 
Chrysler Corp., also a member of 
the committee, will speak at the 
Mid-West Conference of Motor 


| Vehicle Administrators on May 4. 


10,000th Zephyr Rolls 


Off Lincoln Plant Lines 

DETROIT. — The 10,000th Lin- 
coln-Zephyr motor car was pro- 
duced recently at the Lincoin 
Motor Co. plant here. 

The Lincoln-Zephyr, third car 
in the Ford-Lincoln group, was 
introduced to the public Nov. 2 
at the New York Automobile 
Show. 


Ind., is shown as he was awarded 


a new Studebaker sedan; Wednesday, by Governor Paul V. McNutt, 


for his slogan “Honor Hoosier Highways.” 


The slogan was chosen 


best in a contest held by the State Department of Public Highways 


to find a safety slogan for the department. 


With Jordan are, left 


to right, Earl Stiver, Indiana director of public safety; Loran A. 
Warner, of the state accident prevention bureau; F. C. Morrison, of 
Litzelman & Morrison, Studebaker distributors, Indianapolis, and 


Governor Paul V. McNutt. 





the point that the depression 
period created new designs in 
machinery and mechanical de- 
vices unimagined only a few 
years ago. It has been this in- 
ventive spirit plus constant re- 
search that has enabled the 
industry to improve quality and 
yet reduce prices for the product, 
he said. 


“As a result,” he added, “the 
market has not only been revived 
but increased and the increase 
has resulted in more employment. 
This automatically has increased 
purchasing power and still fur- 
ther widened the market. It has 
also leveled out the employment 
during the winter months as 
shown by the high level shown by 
the records of the past winter 
and the first quarter of 1936. 
Plants which operated during the 
winter are still working at full 
speed. Millions of men in the 
automobile and allied industries 
are better off today than they 
have been in many years and 
communities in which these 
plants have their headquarters 
report better conditions than in 
the peak years of the late 
twenties.” 


Looks to Lower Prices 


Looking into the future he pre- 


dicted that the industry must 
continue to work for still lower 


costs of production and distribu- 
tion to permit a better balance 
of national income. The industry 


which will develop favorable re- 
action on hours of employment, 
wages, prices of the goods and 
profits. Digressing for a moment, 
he stated that as industry has 
made America what it is and 
that if industry is to continue 


to develop it must be free from | 


politics, free from outside inter- 
ference and that its insistence 
for this freedom must be force- 


fully proclaimed so that pros- | 
perity can be maintained at high | 


levels from now on. 


The week’s meetings, attended 
by nearly 600 scientists, was pro- 


nounced as one of the most im- | 
portant programs held by the or- | 
ganization. Developments in auto- | 


motive production, brought about 
largely by the painstaking ex- 
periments and careful research 
during depression years, were 
disclosed by the 
Changes in manufacture of parts 
involving new steels and alloys 
for tools, machines and methods 
of production, plus unusual new 
methods of balance of parts and 
correlated units, were shown by 
motion pictures and explained 
from every scientific angle. 

Of great interest to the engi- 





|} manufacture 
| safety glass, as well as the meth- 
must adopt progressive policies | 


speakers. | 
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MeCuen Urges SAE to Hold Industry’s Leadership 


Olds Head Tells Scientists 


Lower Prices Must Prevail 


(Continued from Page 1) 


neers of the various automobile 
engine manufacturers was the 
new developments in casting 
crankshafts for gasoline or die- 
sel motors, a process heretofore 
considered only a drop forge 
operation, as shown by W. F. 
Pioch of the Ford Motor Co., who 
outlined the novel casting and 
machining operations employed 
by Ford engineers. His demon- 
strations of crankshafts now be- 
ing produced with cast alloy steel 
processes showing increased re- 
sistance to fatigue or wear, as 
well as twist, over the conven- 
tional drop forged shafts, proved 
that automobile manufacturing, 
due to incessant research, is 
leading all other machine and al- 
lied industries today. 
Will Aid Diesels 

A. K. Antonsen, of Fairbanks, 
Morse & Co., followed with an 
outline of how large cast crank- 
shafts for diesel engines are now 
being produced with tensile 
strengths as high as 26 tons to 
the square inch at the Muskegon 
plant of Campbell, Wyant & 
Cannon Foundry Co., and that 


| the processes now completed for 
| work of this type will aid in the 


manufacture of diesel engines 
where high crankshaft stresses 
and pressures follow the high 


* | compressions required for greater 
prices to the consumer, lowered P a & 


efficiency of diesel engines. 
The processes employed in the 
of laminated or 


ods being perfected for sealing 
the ends of the plates, were cov- 
ered in detail by several speakers. 


Visited Steel Plant 


While numerous excursions | 
were taken to various plants in| 
| the Detroit area, the outstanding | 


one in interest to most of the en- 


| gineers and metal men was the | 
| trip to the Great Lakes Steel Co. | 
plant, where a demonstration was | 
made of the rolling of the new} 


wide sheets for bodies and other 
metal work for automobiles. The 
ability to obtain wide sheets for 
large stampings, such as almost 
complete bodies, is considered 
one of the most important de- 
velopments in the motor car 
manufacturing industry. The 
trip to the plant of the Aluminum 
Co. of America was likewise of 
interest because of new methods 
of casting and finishing several 
important aluminum alloys now 
being used in the industry. 
Ralph H. Teetor, president of 
the SAE; John A. C. Warner, sec- 
retary and general manager; 
K. L. Herrington, chairman of 
the production activity commit- 
tee; W. B. Hurley, chairman of 
the production meetings, were 
present during the week, while 


Chevrolet Truck Sales 
Reach New All-Time High 


DETROIT. — Chevrolet truck 
sales figures for March now com- 
plete, reveal new all time records, 
both for the first quarter and for 
any single month in Chevrolet 
history, according to Officials. 

March, 1936 

Best previous March 

(1929) 

Best previous single 

month (Aug., 1935) .. 

First Quarter, 1936 

Best previous first 

Quarter (1929) 

The truck market in January 
and February increased 22 per 
cent, while Chevrolet truck sales 
increased 39.6 per cent, officials 
say. The passenger car market 
increased 21.3 per cent in that 
period while Chevrolet passenger 


. 21,759 
55,269 


car sales increased 107.4 per cent, 
they concluded. 

Chevrolet dealers’ used car 
sales for the first six months of 
the current model year will reach 
the total of more than 900,000 
units. 

This announcement by W. E. 
Holler, vice-president and general 
sales manager, was a highlight of 
an interview this week, in which 
he pointed out that Chevrolet’s 
record-breaking new car volume 
is giving used car prospects an 
exceptionally wide assortment 
from which to choose. High vol- 
ume sales of used cars, he said, 
are the natural outcome of the 
public’s recognition that these of- 
ferings are sound transportation 
values. 


| ously 








Photo Windsor Daily Star 


CANADIAN ENGINEERS got together last week at Windsor for 
the monthly banquet of the Canadian Section, Society of Automo- 


tive Engineers. 


They are, left fo right: Marcus Brown, general man- 


ager Seiberling Rubber Co., Canada; Warren Hasting, editor, Cana- 
dian Motorist and ADN representative at Toronto, nominated for re- 
election as secretary of the Canadian section, and W. R. Campbell, 





president Ford Motor Co. of Canada. 


the roster of the delegates and 


visitors was practically a cross 
section of the Who’s Who of the 
automotive industry. 

The annual SAE summer meet- 
ing will be held at White Sulphur 
Springs, May 31 to June 5. In 
the advance program, K. T. Kel- 
ler will conduct a meeting, from 
which all newspaper men and 
others outside of the industry will 
be barred. The session is to be 


devoted to criticisms of automo- | 


bile design. One of the injunc- 
tions is that no one will be al- 
lowed to take notes of any part 
of the discussions. The high spot 
of the week is announced as the 
safety session, at which time the 


SAE will propose a plan to pub-| 


licly identify guilty drivers previ- 
involved in accidents, as 
well 
campaigns which adults 
children can understand. 


and 


Pontiac Sales 
Climb Steadily 
During April 


DETROIT. 


of April 
from 5,434 units 


April to 11,743 units as against 
10,974 in the first 20 days of April 
last year. 

Pontiac sales have 
steady increase since Mar. 1. The 
first 10 days 


4,166 and the second 5,171. The 


first 10 days of April showed 5,434 | 


and the second 6,309. The year 
to date shows 46,104 against 45,- 
236 in the same period of 1935. 


Steel Operations Up 


To 70.4% -of a 
NEW YORK.— The operating 
rate of steel companies having 98 
per cent of the steel capacity of 
the industry was 70.4 per cent of 
capacity this’ week, compared 
with 67.9 per cent one week ago, 
53.7 per cent one month ago and 
44.6 per cent one year ago. 





as promulgate educational | 


| 787 against 


| while 


| 
Pontiac retail | 
sales during the second 10 days} 
climbed to 6,309 units | a 
in the first 10| 942, trucks, 
days of the month. This brought | 
the total for the first 20 days of | 





Factory Sales 
Advance 113,607 
Units in March 


By WILLIAM ULLMAN 


WASHINGTON. — The tremen- 
dous increase in volume of fac- 
tory sales of motor vehicles last 
month was shown in statistics 
compiled this week by the Census 
Bureau. Including foreign assem- 
blies from parts made in the 
United States, the totals were: 
424,571 units, of which 345,167 
were passenger cars and 79,404 
were trucks, compared with 290,- 


| 964 vehicles in February. 


Factory sales of all classes ran 
slightly ahead of last year for the 
first three-month period, the fig- 
ures disclosed. They were 1,082,- 
1,058,245. 


Sales of passenger cars in Jan- 


| uary, February and March totaled 


871,545, against 866,672 in 1935, 
commercial cars, trucks 
and road tractors’ total was 211,- 
242, against 191,573 a year ago. 

Canadian factory sales produc- 
tion in the first three months to- 
taled 36,602 passenger cars and 
against 40,333 and 
10,363. 


Ford Motor Chief Victim 


‘Tax Bill, Declares Dem. 


shown a| 


WASHINGTON.—Declaring the 


in March yielded | new $803,000,000 tax bill is aimed 


at Henry Ford and a few others, 
but that it may destroy hundreds 
of corporations, Rep. Arthur P. 
Lamneck (D) of Ohio aftacked 
the measure in the House Friday. 

Answering his own question, 
“Who are we trying to reach?” 
Lamneck said: 

“I have the answer to that 
now and for your information 
will say on my own responsibil- 
ity that the principal aim of 
this bill is to compel the distri- 
bution of earnings of the 
closely-held corporation, the 
most striking example of which 
is the Ford Motor Co. 


Photo Windsor Daily Star 


AMONG THE CANADA SAE nominees were: W. E. McGraw, 
chief engineer of Chrysler of Canada, for vice-chairman (left), and 
Max Evans, chief engineer GM of Canada for chairman (right). C. A. 
Winegar, president of the Chrysler Industrial Assn. for all Chrysler 
units, in the center, was guest speaker at the banquet of the Cana- 
dian Section, SAE, last week, where the nominations were made. 


490,000 Output 
Expected to Set 
Peak in April 


(Continued from Page 1) 


distribution of production 
throughout the year. A substantial 
increase in retail deliveries dur- 
ing the first quarter was accom- 
plished with a first-quarter pro- 
duction approximating that of last 
year. This resulted from producing 
during the fourth quarter of 1935 
cars for dealers’ stocks formerly 
crowded into the first-quarter 
production. Dealers’ stocks, rela- 
tive to the current rate of retail 
deliveries, indicate that a high 
rate of production will be main- 
tained throughout the spring, 
with consequent benefit to em- 
ployment.” 

From the dealer side of the pic- 
ture the spring’s selling season 
which has come to the fore dur- 
ing the past eight weeks has re- 
sulted in a further increase in 
used car stocks in most centers. 
New car sales are still high and 
the used car demand is good. 
Used car prices are shading off 
and the percentage of older cars 
offered in trade is rapidly increas- 
ing. New car stocks are being 
well maintained with only a few 
centers reporting definite dwindl- 
ing. Service work is reported good 
to fair with some complaining 
about collections. 

Telegraphic replies to ADN 
weekly survey are, verbatim, as 
follows: 


San Francisco, Calif. 


April used cars take in prices 
gone up caused by dealers fight- 
ing for business. Over allowances 
as much as $150 on low priced 
cars. Majority cars offered are 
junk, but resale prices remain 
about the same. Inventories in- 
creasing. New car sales trend 
upward; prospects good for new 
car business. 

Pittsburgh, Pa. 

Used car sales prices down. In- 
ventories slightly increased. New 
car sales about same. Condition 
of used cars offered in trade very 
bad. Many junkers offered in 
trade on used cars. Service show- 
ing substantial increase. 


Birmingham, Ala. 


Used car sales prices steady on 
old models. Late models in low 
priced bracket Ford, Chevrolet, 
Plymouth declining. Inventories 
up about 10 per cent. Trend new 
car sales up. 1934 and 1935 models 
bulk of trades offered. Cars aver- 
age condition. It is true that a 
great number of junkers are be- 
ing offered but principally on 
used car transactions. Industry 
greatly needs adequate junking 
plan. Service demands steady. 


Omaha, Nebr. 


New and used car sales good 
and in proper ratio for past 
month. Used car inventories ab- 
normally high because of accum- 
ulation during winter months. 
Used car prices firm but trending 
lower. There is evidence of level- 
ing off of buyer interest in both 
new and used cars. Competition 
keener than ever. Over allow- 
ances fabulously beyond all rea- 
son and higher than last fall 
when dealers were cleaning up 
factory production. Condition of 
used cars offered in trade not 
much different than past year. 
There has not been a great in- 
crease in junkers of which there 
always have been plenty. Service 
improving and approaching nor- 
mal. 


Wilmington, Del. 

Used car sales prices slightly 
lower. Inventory slightly higher 
in April. New car sales, stocks 
lower. Majority of used cars of- 
fered in trade from four to six 
years old. Used cars offered in 
trade in fair condition. Great 
many junkers being offered in 
trade. Service demand is good. 
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Says °36 Truck Registrations Should Hit 600,000 


Lubeck Analyzes, Sales Trend 
Throughout 10-Year Period 


LUBECK 


DETROIT. — Registrations of commercial cars and 
trucks during the past 10 years and a comparison of the 
first three months of 1936, are shown in the accompanying 
chart prepared by ADN. The January, February and 
March registrations for.1936, in which March is estimated 
at 55,000, are shown because of the upturn already shown 
in truck activity this year, which seems to bear out 
ADN’s predictions, that 1936 will show registrations 


approximating 600,000 units. The®——— 


shows the _ registration 
trend month to month for 
each year. The 10 year monthly 
average is shown by a heavy line 
across the chart revealing that 
the monthly average during the 
past 10 years has been 25,409, 
while the average set-up for the 
three months of January, Febru- 
ary and March, 1936, is placed 
at 46,353 units, or 20,844 above the 
10-year average. 


Model Changes Brought Drops 


A study of the chart reveals 
that January of each year from 
1926 to 1933, with the exception 
of 1928, which was the beginning 
of the boom of 1929, started with 
a fairly good figure only to drop 
abruptly in December owing to 
change of models for the ensuing 
year coming in January. The De- 
cember drops show that both the 
truck manufacturers and dealers 
were on the old-time clean up 
campaigns. December, 1928, is the 
only month in those years in 


chart 


which the registrations at the end | 


of the year exceeded the lead off 
in January. Those familiar with 
the truck industry know that the 
demand for commercial units 
which began in the early fall of 
1928, and which spurred the man- 
ufacturers on to step up produc- 
tion for 1929, was_ responsible 
for the phenomenon. 


In 1929, the boom year, regis- 
trations started off with 29,900 
sales in January, reached its peak 
in July with a total of 57,943. Gen- 
eral business, particularly build- 
ing and construction work, be- 
gan slipping steadily after the 
middle of the year to crash in 
the fall. Truck registrations, 
month after month slipped, the 
year ending with 23,275 sales in 
December. The monthly average 
for 1929 reached a high point, 
43,921. 

The come back staged in 1930, 
with a start of 30,236 in January 
and the 
the corner” slogan, resulted in a 
peak of 47,029 for the month of 
April, but the monthly registra- 
tions from April on dropped to 
18,665 in December. Yet in all 
1930 was a good year as it is 





“prosperity right around | 








second in registrations until 1935 
was reached. 


December Bad 

Nothing startling occurred in 
1931, but in 1932, the year started 
14,776 units in January and the 
peak of only 18,696 came in May. 
December, with only 9,522 was 
the ugly duckling that year. The 
monthly average dropped to 15,- 
034. Dealers were disappearing, 
factories cutting down production 
and the elimination of almost all 
construction work stopped sales. 
Trucks still had miles left in the 
units purchased in 1929 and sell- 
ing trucks was rendered more 
difficult because of the almost 
complete absence of truck sales- 
men. Only those who actually 
needed trucks for necessary trans- 
portation of goods and materials 
and supplies bought them. 

The first step upwards in the 
industry came in 1933. This was 
the year that the advantages of 
the lighter, half-ton pick-up 
wagons, the ton-trucks and the 


1%-ton jobs of the tractor and| 


trailer type, over the heavy and 
larger trucks, began to be recog- 
nized by the users of commercial 
units. Chevrolet, Dodge, Ford 
and _ International with their 
lighter and more _ economically 
operated units began to dominate 
the market. December in 1933 
was larger than January of that 
year and started 1934 off at a 
good pace permitting a peak to 
be reached in October. Business 
was on the upturn and the 
monthly average jumped back to 
33,657. The total for the year was 
403,886 exceeded only by 1929 and 
1930. 
Monthly Average Up 

The 1935 figures on the chart 
noting first the total of 510,683, 
the second high year of the in- 
dustry, shows that the monthly 
average hopped up to 42,557 which 
is considerably over the 10-year 
average for the industry and set 
a record, in that, the December 
registration figures are the high- 
est ever recorded in the business. 
The year ended with 39,258 for 
the last month. In a recent issue 


| has exceeded all previour 











DODGE DRIVEAWAYS snapped at nine in the morning. Though the cars shown here are joined by 
many others during the day, nightfall finds the yard vacant, ready for the following day’s spurt. Inset 
shows a mixed load of Dodges setting out for St. Louis. Truckaways are booming due to the shortage 
of freight cars and that trucks can more equitably distribute production to fill demand. 


ADN commented fully on the 
comeback staged in 1935 by the 
truck industry, giving figures 
and percentages of gains in vari- 
ous localities and also the gains 
of the lighter units as compared 
with the heavy duty field. 

The 1936 picture, as shown at 
the right of the chart with col- 
umns for January, February and 
March, show that the industry 
marks 
for those months, even with the 
severe weather of February. Go- 
ing back to 1925, the only Janu- 
ary that stands out is 1930, with 
30,236. February, 1936, is above 
the average, while March, with 
only a portion of the returns in, 
gives evidence of reaching 55,000, 
according to the best estimates, 
and may reach an even higher 
figure. 


The average for the three 


| months, with the estimated 55,000 
| for March, 


is 46,353, gives every 
evidence that 1936 will outdis- 
tance all previous years. Statisti- 
cians can easily figure out that if 
the industry maintains its present 
pace throughout the year the to- 
tal will be 556,236, which will beat 
1929 by approximately 29,000. Sim- 
ilarly, if the average gain of these 
three months over January, Feb- 
ruary and the estimated figures 
for March over the same months 
of 1935, then 1936 will be larger 


than 1935 and tnreaten the 1929 
record. 

Into any such computation the 
economic conditions of the coun- 
try must be taken into considera- 
tion. The usual farm replacement 
market is only one factor. There 
is the tremendous new road con- 
struction program involving mil- 
lions which will require trucks, 
to which there will be added the 
tremendous sums to be expended 
in almost every section of the 
country for repairing the roads 
damaged by the past winter; the 
huge sums to be expended in 
storm reconstruction work, all of 
which will require trucks of vari- 
ous sizes and capacities. This will 
be augmented by the expenditures 
of the railroads for truck equip- 
ment as part of their door-to-door 
delivery program. 


Trucks Add to Profit 


In addition, dealers having dual 
truck and car sales franchises are 
seen giving more attention to the 
possibilities of truck sales and 
extra profits in their territories 
by adding trained truck salesmen 
to their forces. Truck manufac- 
turers operating from branches 
are striving for additional busi- 
ness by changing their sales oper- 
ations. Consequently the estimate 
of 600,000 seems to have a possi- 
bility of being boosted to as high 
as 650,000 which will make it the 
banner year of the industry. 


MEWA Reports 
Show Committee 


For 1936 Exhibit 


(Continued from Page 1) 
latter part of this year under 
auspices of the association. 

Committee members are: W. 
R. Crow, Little Rock, Ark., chair- 
man; R. C. Sparks, Champaign, 
Ill.; T. C. Tonkin, Casper, Wyo., 
and H. Walters, Mineola, N. Y. 
The exposition, it is stated, will 
be held for the benefit of jobbers 
and for manufacturers following 
a policy of distribution through 
jobbers. The method of issuing 
invitations to exhibit has not been 
determined, but the plan most in 
favor now is to have a vote by 
MEWA members on names. The 
show committee will meet early 
in May to consider this and other 
suggestions. 

The association still leaves the 
door open to a joint show with 
NSPA and MEWA by stating that 
it is “agreeable to participation in 
a properly conducted joint show 
provided it is afforded the privi- 
lege of doing so on a fair and 
honorable basis,” but at the same 
time “it feels that the circum- 
stances are such that plans for 
a show under its own auspices 
should be got under way at once.” 








Chart Shows Truck Sales Heading For Record 
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TOTAL FOR YEAR 
327,965 


TOTAL FOR YEAR 
385,977 


TOTAL FOR YEAR 
341, 143 


TOTAL FOR YEAR 
827, 057 


TOTAL FOR YEAR 
410,699 


TEN YEAR TRUCK REGISTRATIONS 


# acinar 1926 ~— 1935 


Showing start and finish figures for each year and 


PEAK MONTHS EACH YEAR 


With comparisons of same months --- 1935 
indicating possible 600,000 for 1936 


TOTAL FOR YEAR 


313,884 180,413 
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TOTAL FOR YEAR 


TOTAL FOR YEAR 
403,886 


TOTAL FOR YEAR 
245,869 


CHART SHOWING MONTHLY TRENDS for the last 10 years and for the first quarter of 1936. 
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TOTAL FOR YEAR 


EST. GAIN 


510,863 13,489 


(Copyright, Automotive Daily News) 





Sales Drives Spur Spring Business Boom 


AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 25, 1936 


Inquiring Reporter Finds 


Score ot Special Activities 


ADN’S Inquiring Reporter This Week Asked 
The Following Questions: 
Have you conducted any special sales drive for new and 


used car sales? Along what 1 


ines? Has it been successful? 


To what extent? Have you gone in for a spring cleanup in 


your service department? To 


what extent? Any new equip- 


ment purchased? What kind did you buy and how much did 


it cost? 

If the Inquiring Reporter’s 
you, your comment would be 
your views on this question. 


DETROIT. — Spring sales of 
new and used cars, already re- 
ported as booming in every quar- 

ter of the con- 
tinent, are be- 
ing given extra 
stimulation by 
livewire dealers 
throughout the 
land who are 
staging special 
sales contests or 
conducting spe- 
cial drives for 
lubrication busi- 
ness. 

ADN’s Inquir- 
ing Reporter 
surveyed the 
sales situation 

this week to find out just what 
is happening in the leading deal- 
erships of the country. And he 
found out that in many cases 
dealers are not content with 
the sales already “in the bag” 
but are reaching out to realize 
the utmost from every profit pos- 
sibility. 

In method these activities 
range from a Fifty Per Cent Sale 
conducted in Atlanta, where a 
lot of used cars were offered at 
half their actual value to clear 
the floors, to 10-day bonus ar- 
rangements for retail salesmen 
and increased newspaper adver- 
tising in other parts of the 
country. 


An interesting phase of the 
spring activity is that many 
dealers, realizing that’ their 
greatest profit potential is in 
their service departments, have 
cleaned up their entire depart- 
ments, modernized their lubrica- 
tion pits, installed up-to-the-min- 
ute equipment and are out after 


business hammer and tongs with | 


direct mail, newspaper and radio 
advertising. 

In the west, particularly in the 
corn country, the farmer is being 
religiously wooed by automobile 
dealers who have watched with 


query did not get around to 
appreciated. Please write us 


envy the mounting sales of new 
farm machinery and hope to 
establish a total of equal impres- 
siveness for the automobile busi- 
ness. 

How the dealers feel about 
spring business can be learned by 
scanning the following telegrams: 

* oe 


B. V. Stodgill, manager, John 
Smith Co., Chevrolets, Atlanta: 
“We have recently concluded suc- 
cessful 50 per cent sale in which 
we offer a lot of used cars at 
bu per cent of their actual value 
to clear them. Customers were 
asked to pay cash but could make 
a deposit and hold the car until 
final payment could be made. We 
cleared more than $7,000 worth of 
old stock in this manner. We are 
also planning one more intensive 
drive on automobile radios as an 
accessory in which we believe 
there are profit possibilities.” 

x o * 

D. E. McCord, president, Mc- 
Cord Johnson Co., Plymouth and 
De Soto, Atlanta: “April thus far 
has been the slowest month of 
the 1936 season. Business is much 
harder to secure and profit pros- 
pects more difficult to find due 
to exceedingly long appraisals 
given by dealers handling same 
lines as well as those with com- 
petitive lines. We are pushing 
|new and used car contests and 
|emphasizing service work and 
parts sales, following up cus- 
tomers and prospects each day 
over the telephone and with fol- 
low up cards. This is proving 
fairly satisfactory. We have also 
added new shop tools in an ef- 
fort to improve our service to 
customers.” 

* ” ” 

Joe McFayden, McFayden- 
| Stewart Motor Co., Ford and 
Lincoln, Omaha, Neb.: “Sales 
drives on both new and used cars 
have been carried on consistently, 





although little of a special na- | 
| ture. For past few weeks have | car stock twice in April. 
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PROMINENT AT THE CANADIAN SAE meeting last week at 


Windsor, Ont., 
Chrysler Corp. 


were, 
of Canada; C. 


left to right: 
E. McTavish, general sales manager, 


John D. Mansfield, president 


GM of Canada, and R. W. Richards, general manager Goodyear Tire 


and Rubber Co. ot Canada. 


been co-operating with three 
other Omaha Ford dealers in a 
daily used car newspaper spread 
featuring R & G Square Deal 
labels. The results are gratifying. 
Sales rose 10 to 20 per cent over 
last year. 

We are stressing service opera- 
tions this spring as usual. Paint- 
ing buildings inside and out and 
have added new tools and equip- 
ment. We spent $1,500 last year 
on lubrication equipment (Lin- 
coln make) and besides two hoists 
installed a grease pit in our Lin- 
coln-Zephyr building. We also 
departmentalized service depart- 
ment with excellent results.” 

* a OK 


Al DuTeau, DuTeau Chevrolet 
Co., Lincoln, Neb.: “Our sales ef- 
forts are continuous and we al- 
ways have a 10-day bonus sales 
contest going. We are using con- 
siderable newspaper advertising 
on both new and used cars. We 
cut out small classified ads and 
are using larger ads featuring 
used cars. No novelty sales 
schemes but we are showing good 
reconditioned cars. We also use 
three radio announcements per 
day for both new and used cars. 
We are just sending out the last 
of three letters to farmers in a 
used car sales campaign. We fig- 
ured the farmer must be a good 
prospect this year as he has been 
spending so much on farm ma- 
chinery. We used a series of sales 
letters and mailed to every farmer 
in the county. April apparently will 
be the best month we have had 
for several years. New cars are 
moving in fine shape and despite 
increased sales it looks like we 
will finish the month with no 
larger used car stock than we had 
at the beginning. Will turn used 
We run 








campaign but our customary hard 


service department and shop ads 
regularly twice a week in news- 
papers. Have always stressed 
service operations and keep serv- 
ice floor and shop in spic and 
span condition year around, We 
challenge any dealer in the coun- 
try to show a cleaner department 
any time in the year. In the past 
several months we have purchased 
complete new equipment for serv- 
icing car radios, Sun motor test- 
ing machine, electric welding ma- 
chine and other service depart- 
ment and shop equipment. Have 
spent around $2,000 in past six 
months on new service equipment. 
Now we are equipped to do any 
type repair or service work.” 
ae * t 


W. A. Dailey, Dailey Motors and 
White Motors Co., Pontiac and 
De Soto-Plymouth, Lincoln, Neb.: 
“Co-operating with Pontiac fac- 
tory in national economy and 
treasure sales campaign for new 
cars. Newspaper advertising and 
sales contests have brought re- 
sults in both new and used car 
sales. Orders are being taken 
faster than we can get cars. Con- 
siderable new equipment has been 
added in service department in- 
cluding hoist for _ lubrication. 
Service operations have increased 
every month since 1933 and vol- 
ume is now so great we need ad- 
ditional space. We added wheel 
alignment machine, valve grind- 
ing unit and special tools. In- 
vested more in new equipment 
this spring than for several years. 
Service business justifies this 
move.” 

co * * 

Frank DeBrown, DeBrown Auto 
Sales Co., Studebaker, Lincoln, 
Neb.: “We have no special sales 





work and usual contests among 
salesmen and newspaper adver- 
tising on both new and used cars. 
Sales on both considerable ahead 
of last year. Sales easier to make. 
Installed lubrication hoist last 
winter and constantly adding new 
tools and equipment to facilitate 
servicing operations. Have spent 
more for such equipment in past 
six months than for any com- 
parable period in long time.” 


* * * 


J. C. Vesely, Vesely Brothers, 
Ford, Chicago: “We are using the 
S-T-S plan in our new car drive 
and translated, it means see 
them, tell them, sell them. Our 
used car campaign is built upon 
the official Ford reconditioned 
and guaranteed plan which we 
had in effect before it was 
adopted by other dealers. We are 
pleased to report that we are 
selling more used than new cars 
now. With brisk sales in both 
directions, and our used car 
stocks have been brought way 
down. We haven’t found it neces- 
sary to put on a service drive, 
because our service is so well 
known and well patronized, due 
both to equipment and customer 
satisfaction with work done. We 
have added some more bins and 
improved the appearance of 
things, and in general our equip- 
ment is considered a model 
among Ford dealers.” 

* * a 


K. K. Kenderdine, Northwest 
Buick-Pontiac Co., Buick-Pontiac, 
Chicago: “We have been aggres- 
sive, utilizing salesmen’s coutests 
with prizes in producing more 
sales, and the program has click- 
ed with more than the expected 
results. In our service department 
campaign, we have featured spe- 
cials in line with preparing cus- 
tomers for summer driving. We 
have added no new equipment 
within recent months because we 
have all the most modern items 
of service.” 

* * * 

R. H. Keeling, Studebaker Sales 
Co., Studebaker, Chicago: “A 
sharp increase in the amount of 
advertising has been our weapon 
of attack for sales and it has 
brought results. We are about 
double a year ago in both new 
and used car orders. We are just 
issuing a special service bulletin 
on spring cleanup. Our most re- 
cent additions to service depart- 
ment equipment were made last 
fall, and we are now fitted out 
with everything we need, includ- 
ing even what we call a safety 
lane for customers driving into 
the service department.” 


SAGINAW ENTERTAINS GM OFFICIALS: The General Motors “brass hats” shown above were guests of honor at a testimonial luncheon given by the Saginaw 


Board of Commerce to General Motors Wednesday. Left to right: / 
Coyle, Chevrolet’s president; Irving Babcock, president, Ge neral Motors Truck Co.; 


F. O. Tanner, director of GM manufacturing. 


Arnold Lenz, assistant manufacturing director of Chevrolet; Alfred P. 
; C. L. MeCuen, president of Olds Motor Works; Harlow H. Curtice, president of Buick and 


Sloan jr., president of GM; 


M. E. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
rR i . confine — to the upbuilding of the 

industry it is pledged to serve, wholly through 
10 TH. YEAR the disovnitnalion of NEWS which % seal, 
ms authentic and of value. 
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Why Over-Allowances? 


) a letter to the editor of the Detroit News, a reader of 

that august journal raises a point in regard to over- 
allowances on used cars, which may not be new but will 
bear repetition. His letter, which appears in “As Others 
See It,” on this page, says in part: “Dealers and salesmen 
have only themselves to blame for the chiseling and 
shopping on the part of buyers, for the average buyer 
knows that he is completely ignored after he buys a car. 
If the buyer could depend on the seller to look after his 
interests instead of being absolutely indifferent, the seller 
would acquire a permanent customer. In 10 years I have 
purchased five cars and never.twice from thé same dealer.” 


This, then, may be an answer to much of our shopping 
and chiseling on the part of buyers. It is only too true 
that after a sale is made too many dealers forget the 
buyer. Hence, when he is in the market for another car 
all dealers look alike to him. He has no friends among 
them and is interested only in chiseling out as much for 
his old car as he can get, which dealer he sticks with it is 
of little moment. 


A clean, up-to-date service station, properly run and in 
the interests of your owners, will make you a profit, hold 
ae omere and take you out of competition with the 
chiseler. 


Old FOB Again 


FROM time to time ADN has taken down its rusty trifle 

—we mean trusty rifle—and taken pot shots at the old 
boy with the phoney whiskers, Mr. FOB. Now from Kansas 
City comes a plea from a dealer association that some one 
help unscramble this muddle. 


During the past year finance companies have risen to 
new heights through the adoption of the so-called 6 per 
cent plan. Mr. Car Buyer now has some idea of how much 
he is paying for his new car and how much he is paying 
the finance company for the money they loan him with 
which to buy it. 

Can’t all the great minds of our industry get together 
on some basic definition of FOB price? Cannot we adver- 
tise prices that include all essential parts and equipment 
necessary to put the car on the road and let the difference 
between FOB and delivered prices be confined to such 
items as freight, handling and any special taxes or any 
levies peculiar to the community in which the car is de- 
livered? This would give some real meaning to FOB quota- 
tions and there is little question that it would discourage 
haggling on the part of buyers. 


Tear Down the Wailing Wall 


Fo many years the wall between the new car sales 
room and the service department of a dealership has 
been the barrier between the dealer and his customers’ 
goodwill and pocketbook. To pass through that narrow 
portal leading between was like going from Heaven to 
Hades. Today the modern service department can have all 
the aesthetic appeal of the new car department. The wail- 
ing wall which hid from view the dirty work (in both 
senses of the word) in the service department is no longer 
necessary. It could advantageously be torn down. 


The first two days in 
the big burg have 
given me an oppor- 
tunity to discuss with 
several of my friends the possi- 
bilities of the ALL STOP signals 
which I suggested in this column 
last Saturday. Briefly the idea is 
that a new and universally recog- 
nized signal (red and white 
checkerboard by day and red and 
white flashing lights by night) 
designate to all drivers an ALL 
STOP intersection of streets or 
highways everywhere in the United 
States. This would mean that all 
cars from every direction would 
have to come to a full stop before 
crossing and then proceed through 
the intersection in gear. This, 
we believe, would do away with 
about half of the present red and 
green stop signals and could be 
adopted to protect many more 
crossings which now have no pro- 
tection whatsoever. 

* oK * 


WE POINTED out that an 
alarming percentage of crossing 
accidents are caused by careless 
drivers who now “try to beat the 
lights.” That there is a tremen- 
dous waste of time for the drivers 
and their passengers in the 25,- 
000,000 cars, trucks and buses on 
our highways “waiting for the 
lights to change.” How many 
times have you stood still for what 
seemed many minutes on a coun- 
try road where no vehicle could 
be seen approaching the crossing 
from either direction and yet un- 


ALL STOP 
SAFETY 
SIGNALS 


PROPOSED 


ALL STOP 


SIG iALS 
CROSSING LIGHT 


ABOVE IS THE ALL STOP 
safety signal for use at danger- 
ous but not too heavily traveled 
intersection, 


less you deliberately chose to vio- 
late the law you must wait for the 
green light to appear. 


* * * 


SO FAR I have found no one 
who can see anything but good 
resulting from my proposal and I 
am really hopeful that the mails 
back home have brought out any 
possible “bugs” which we may 
all have overlooked in our en- 
thusiasm. If this plan has the 
approval of our readers we pro- 
pose to secure the endorsement 
of the national AAA, local auto- 
mobile clubs, safety associations 
and the press generally. Laws 
will then be presented in state 
legislatures and ordinances in 
major municipalities, so that 
eventually the checkerboard sig- 
nals would be as universally rec- 
ognized as the present red and 
green stop-and-go lights, which 
our plan would not eliminate at 
busy intersections, but would sup- 
plant in tens of thousands of cases 
where the traffic does not war- 
rant such an extreme system of 
control. 

* cd * 

ADN WILL greatly appreciate 
your comments on this sugges- 
tion. Please discuss it in your 
meetings, with your local safety 
committees, highway departments, 
police officials and let us have 
the benefit of their practical ad- 


TT CCT ng 
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Tear Down the Wailing Wall 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide we oe 8 oe 
are invited to use this space for opinions 


Readers 
or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Spring Cleaning 

We have read the editorial, 
“Spring Cleaning,” which began 
on the first page of the Apr. 4 
issue of your publication; also 
your effort towards showing deal- 
ers the profit possibilities of 
modernizing their places of busi- 
ness. 

You may be sure that we are 
heartily in accord with this idea 
and shall be glad to co-operate 
insofar as our own field and 
dealer organization is concerned. 

-W. A. MacDonald, director of 
sales Hupp Motor Car Corp., De- 
troit. 


Wants Cleanup 


Your editorial “Spring Clean- 
ing” is splendid work and I am 
sure that much good will be done 
among the dealers and all dealers 
will be benefited materially. 

I feel that it would be a good 
idea to call these editorials to 
the attention of field men, which 
will help materially in cleaning 
up dealers’ service stations.—J. 
D. McCrimmon, director of serv- 
ice, Plymouth division, Chrysler 
Corp., Detroit. 


vice in this matter which, in our 
humble opinion, warrants the sup- 
port of every individual depend- 
ent on this great industry of ours 
for their livelihood. 

oF * * 


REMEMBER a while back when 
we cautiously stuck-our-neck-out 
in this column and predicted a 
possible shortage of the most pop- 
ular selling American cars by 
June this year? Well, unless I 
am completely misinformed, just 
that condition has already arisen 
in more than one instance and 
here we are only at the third 
week in April with more than 
two-thirds of the car buying sec- 
tion of these United States not 
yet enjoying even tolerable spring 
weather!—G. M. S. 


FOB 

In trying to arrive at the break- 
down of delivered prices here in 
Kansas City we find that the f.o.b. 
prices of practically all makes of 
automobiles are quite confusing. 

As an illustration: The f.o.b. 
price of one car is $865. It de- 
livers here at $1,090, showing a 
difference of $225, a part of which 
is factory equipment that the 
dealer is compelled to take, but 
is not a part of the $865 f.o.b. 
price. 

I am wondering as to what 
could be done so the factories, 
instead of quoting the stripped 
ear price (so to speak) would 
give this information—not neces- 
sarily in newspapers—but in a 
medium such as yours, showing 
the price at the factory which 
the dealer really has to pay in 
order to secure the particular 
model he wants. 

In my opinion it would be most 
helpful information if the various 
automobile publications would 
pass this type of data along in 
order that a true f.o.b. price could 
be ascertained. 

Any aid in this respect will be 
greatly appreciated.—_C. M. Wood- 
ard, secretary-treasurer, K. C. 
Motor Car Dealers Assn., Kansas 
City, Mo. 


AS OTHERS 
SEE IT 


Trade-Ins 


This is in answer to One Who 
Knows, who protests against the 
manner in which prospective car 
buyers shop around before pur- 
chasing, finally trading with the 
dealer offering the most on a 
turn-in. 

I have just bought a new car 
and am frank to say I employed 
these very methods. The neces- 
sity for driving such a hard bar- 

(Continued on Page 23, Col. 1) 
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‘“WN 1935, Packard promised a net 
I profit to every dealer that would 
take the Packard franchise and go to 


work. 

‘‘Packard made good that promise. 
I have here the 1935 operating state- 
ments of Packard dealers all over 
America—and they prove that the 
average net return of a// Packard 
dealers for 1935 represented a 


This 


very fair return on their investment. 


‘*And I believe this net return is 
only a taste of what is to come. The 
Packard 120 today has probably 
more admirers than any other car in 
America. It is a car the public wants, 
It has 
more talk and built more 


and it is an easy car to sell. 
caused 
enthusiasm than any other car within 


my memory. And, as money con- 


book 


has meant bigger incomes to hundreds 


tinues to loosen up, the big Packards 


will continue to increase in 


popularity. 

**Yes, Packard is going places and 
if you want to go along, the time to 
take action is now. Your first step is 
to send for the Packard Franchise 
Book. It will cost you only a three- 
cent stamp, and may buy you a 
steadily increasing income.”’ 


Packed to the covers with facts, this 
book has shown many dealers the way 
to larger incomes. Your free copy is 
waiting. Write today to Packard 
Motor Car Co., Detroit, Michigan. 
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And Modernize Departments 
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Hudson Launches Spring Lubrication Sales Drive 


Dealers Urged t to Improve 


By JACK WEED 


DETROIT. After extensive 


study and research which deter- | 


mined beyond all doubt that prop- 
er lubrication is 
a profitable 
short cut to a 
bigger slice of 
the service dol- 
lar for Hudson 
dealers, T. H. 
Stambaugh, gen- 
eral service man- 
ager of the 
parent company, 
has started a 
swing around 
the national cir- 
cuit calling on 
the company’s distributors and 
larger dealers, singing a new 
theme song entitled, “Lubrication 
is the backbone of your mainte- 
nance business.” 

This Stambaugh trip marks the 
beginning of a well planned ef- 
fort on the part of the Hudson 
Motor Car Co. to arouse its deal- 
ers to the fact that by improving 
their lubrication service, they will 
not only improve their service to 
their owners but will gain in ob- 
taining a broader customer con- 
tact and will add many hundreds 
of extra dollars of profit to their 
operation. 


Lubrication Helps Product 

A survey developed by Stam- 
baugh disclosed that sources oth- 
er than Hudson dealers are get- 
ting 83 per cent of the lubrication 
business. While the dealer out- 
lets are getting but 17 per cent of 
this business, the alley garage 


T. H. Stambaugh 


was getting 19 per cent and the | 








the modern 
pendent garage and the filling 
stations were getting the re- 
mainder. 


| super station, 


Armed with these facts, Stam- | 


baugh used two Hudson taxi cab 
fleets as guinea pigs in his fact 
finding laboratory and also found 
that regular lubrication also went 
a great way toward protecting 
the good name of the product and 
saved the owner who had his 
car lubricated regularly impor- 
tant money in service work that 
developed when the car was not 
properly lubricated. This study 
of comparative operation main- 
tenance cost figures showed con- 
clusively that proper lubrication 
service saved more than its cost 
to the car owner in eliminating 
wear on engine and chassis parts. 


Incidentally, when a dealer does 
keep a record of the service work 
done on a car which his service 
department lubricates regularly, 
those records become the finest 
type of sales material when that 
car becomes a used car in his 
stock. The salesman has but to 
show the used car buyer the 
figures and frequency of lubrica- 
tion to convince him that in that 
particular used car he is being 
offered a good value. 

“A modern, clean, and well 
equipped lubrication department 
built around a lift or lifts, also 
becomes a natural salesroom for 
both other services and cars if 
properly used,” says Stambaugh. 
“The department must start out 
spotlessly clean and be kept that 
way. The floor surrounding the 


A Real Service 
Combination! 


Manley No. 402 Lift and Manley 
No. 418 Carfloater Lift Jack 


@ The No. 402 Lift is of the wheel 
type. It is ruggedly built. Safety and 
ample working span under the car are 
the outstanding features of its design. 
It can be supplied with either direct 
or remote control. Like all Manley 
Lifts, quality of materials and charac- 
ter of construction are its most impor- 
tant recommending factors. 


The No. 418 Carfloater Lift Jack is a 


as an extra service tool to be used in 
conjunction with the Manley Lift. It 
does just what its name implies. It 
“floats’’ the car while on the lift, per- 
mitting more efficient servicing of 
wheels, springs and other chassis parts. 

Your jobber’s salesman will tell 
you about this highly efficient combi- 
nation. 


Manley Manufacturing Division of the 
American Chain Company, Inc. 


York, Pennsylvania 


In Business for Your Safety 


ON PAG 
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JUST TO BRING HOME to the dealer the need for aggressive- 
ness in the after-market Hudson shows in this chart just where busi- 


ness goes. 


During the past few months this picture has been under- 


going a major change in favor of the Hudson dealer. 





hoist must be kept painted, hoses 
and unsightly extension lines 
buried or hidden, attractive back- 
grounds for the equipment and 
some comfortable chairs and set- 
tees arranged conveniently near. 


Should Sell Customer 


And last but far from least, an 
alert, courteous and efficient oper- 
ator doing the job. The best me- 
chanic in the shop should be as- 
signed to lubrication work. His 
job is to sell the customer on the 
efficiency of the entire shop by 








his own display of efficient work- 
manship. In addition he must be 
able instantly to diagnose any 
trouble or fault that will produce 
trouble in the near future and call 
these items to the attention of the 
car owner while the owner is 
waiting for his car to be lubri- 
cated—and while the car is up in 
the air, where the owner can see 
for himself just what is wrong. 

Selling on the “lift” is effective 
selling. It must be done by in- 
ference, however, and not made 
forceful. Customers must be made 
to feel that car faults are being 
brought to their attention as a 
matter of courtesy rather than 
selling effort. 

Feeling that the spring is the 
natural time to get a favorable 
reaction on a clean-up campaign 
and that this spring in particular 
is auspicious Hudson is giving 
detailed data regarding its mod- 
ernization campaign in a booklet 
just published entitled “Service 
Plans for Spring.” This booklet 
opens with a brief message on 
the value of an up-to-date serv- 
ice department to the dealers 
business by W. R. Tracy, vice- 
president in charge of sales. This 
message is followed by an article 
pointing out the need for estab- 
lishing proper service with a 
chart which shows graphically 
the fact that considerable of all 
car owners’ lubrication business 
is getting away from Hudson 
dealers. 

Back of Business 


An article by Stambaugh, gen- 


eral service manager emphasizes | 


the fact that lubrication is the 
back bone of a dealer’s mainte- 
nance business. 


This triple service deed can be 


| brought about b iving ever 
new Manley unit specifically designed | 7 . 7 


Stam- 
in many 


muffler a close inspection. 
baugh points out that 


| cases of assumed drunk driving 


investigation proved the _ real 
cause to be leakage from the ex- 
haust system and muffler. 

He also cautions his dealers 
and their greeters not to oversell 


or promote their customers into | 


buying things they don’t need. 
Another article takes the reader 


through the various steps in prop- | 


er and thorough lubrication and 
points out where in each 
natural conditions will be found 


where additional services can be | 
called to | 
owner. | 
For instance when putting in the 
special water pump lubricant the | 


and 
attention 


adroitly 
the 


properly 


of the car 


mechanic 
the fan 

water 
these 


should carefully check 
belt, radiator hose and 
pump packing. If any of 
are badly worn or need 





step 


replacing, call this to the atten- 
tion of the car owner. If the ra- 
diator still has anti-freeze in it, 
the mechanic suggests that it be 
thoroughly cleaned by the dealer’s 
radiator flushing service. 
Another feature in this booklet 
on service is a map which points 


‘equipped to fill 





will not in many cases pat- 
ronize the dealer for daily needs, 
merchandise or spot service if he 
is located outside of a circle, in 
metropolitan cities, of over six 
to eight blocks from the dealer’s 


| place of business. The dealer may 
| get his car sales from a 20-mile 


radius but the bulk of his service 
business will come from inside 
the first mile radius. 

This being the case it behooves 
every dealer to sell as many car 
owners inside his “magic circle” 
on patronizing him for all of 
their service or as much as he 
can supply. Then get himself 
the additional 
needs. The day has come in the 
automotive business when the 
dealer must have his “quick 
service” department, particularly 
his lubrication, oil and gasoline, 
produce the customer contacts 
and inherent “good will” which 
will tend to eliminate the need 
for wild trading to get the “deals” 
from cold contacts on new car 
sales. 

Another point brought out by 
Stambaugh in an interview is 
that most lubrication equipment 
manufacturers now have finance 
plans whereby this equipment can 


WHERE DEALER SERVICE opportunity lies is graphically 


shown in the Hudson brochure, reviewed on this page. 


Out of these 


magic squares or circles must come the bulk of the dealers’ service 


volume. 


out, just as ADN has consistently 
pointed out during the past two 
years, that a large percentage of 
the dealers’ service business must 
come from his immediate neigh- 
borhood. The car owner, regard- 
less of the fact that he may buy 
from the dealer every year, 


be purchased on time payments 
spread over two or three years, 
making it easy for the dealer to 
equip himself for this attractive, 
profitable business and virtually 
pay for his equipment out of the 
increased profits it enables him 
to make. 


URTIS EQUIPMENT 


is built for lasting satisfaction 


CURTIS COMPRESSORS 


are efficient, dependable, 
and long-lived. Timken 
bearings. Centro-ring oil- 
ing. Centrifugal unloader. 
“V" belt drive. Y% to 
10 h.p. 


CURTIS 


CURTIS LIFTS 


are full size, safe, easily 
operated, and_ trouble- 
Self - leveling plat- 
Automatic drop- 


Oil 


free. 
form, 
away wheel guides. 
locked. 


CURTIS PNEUMATIC MACHINERY CO. 
1993 Kienlen Avenue, St. 
New York 


Louis 


Chicago San Francisco 
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OUR BEST SALESMEN ARE 
NOT ON OUR PAYROLL | 


NEW and astonishing kind of sales- 
manship has been covering Amer- 
ica like a blanket in recent months. 


It sprang into action and spread like 
good news shortly after the new Buicks 
were announced to the world. 


In town after town—in |neighborhood 
after neighborhood—Buick owners, 
our dealers write us, are spontaneously 
and voluntarily doing their demonstra- 
tion work for them! 


No sooner does a new owner get his car 
—no sooner does he revel in its daz- 
zling power and capacity and finesse— 
than he wants to tell someone about it. 


He gathers his friends about it—he starts 
motor clinics over the bridge table—he 
calls in neighbors and mere acquaint- 
ances—he spends his own gasoline 
taking them for trial rides. 


Mention style, performance, power, 
comfort, ease of handling—and he’s off 
telling you how little you’ve seen till 
you’ve traveled the Buick way! 


This is, of course, the finest kind of sales- 
manship any product can have. It’s a 
tribute to the ideas and ideals that stand 
back of this car. 


It takes a car that is both perfect 
and complete to evoke such owner 
good-will and cooperation—a car that 
not only meets but exceeds pre-sale 
expectations. 


It takes a car with style, power, nimble- 
ness, a velvety ride, safety. It takes 
a car with background—a dependable 
name for solid value. 


So we havea suggestion for those dealers 
who would like to get themselves settled 


for along and profitable business career. 


Take a look at a Buick as a buyer might. 
Eye it, ride in it, handle it, pry into its 
innermost secrets from stem to stern. 
Get your mind off the gadgets that so 
often make the difference between cars 
these days—and inquire into the signifi- 
cance of the Buick medallion on that 
proud radiator. 


Look for the reasons behind this car’s 
hold on public fancy and confidence, 
and if you’re as smart as we think you 
are, you'll see why you’re better off 
selling Buicks. 


There are still a few vacancies in the 
Buick dealer setup waiting for the 
right dealer to speak up. Maybe you’re 
one of them—why don’t you write 
and find out? 
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Detroit Used Car Lots Hum With Sales Activity 


Factory Programs Stimulate 


Normal Spring Buying Trend 


DETROIT.—The used car lots 
in this vicinity, 
fall have harbored the 
stock of cars in years, are rapidly 
returning to normal. Sales are 
booming and stocks are dwindling. 
Newer and better merchandising 
methods, plus reconditioning and 
some slight price reductions, have 
brought about this condition. 

It is noticeable that the cars 
now on the lots are better looking. 
Through the assistance of factor- 
ies and other outside sources, 
dealers now put their used car 
stocks through a stiff recondition- 
ing schedule that results in a sale- 
able article. Instead of “jaloppies 


which since last | 
largest | 





and klunkers” many dealers now 


4 


sell “R & G” cars and “O.K.’d” 
cars. 


These new merchandising terms, 


the first promoted by the Ford | 
and the second by | 


Motor Co., 
Chevrolet, have resulted in a new 
confidence on the part of pros- 
pective buyers and a raising in 
general of the tone of the used 
car business. 
Given New Enamel 

One of the outstanding features 
of these guaranteed cars is that 
in many cases they have been 
given coats of new enamel. The 
transformation is remarkable. 

Used car advertising, shared by 
the motor companies and the deal- 
ers, assuring buyers of real val- 





ues, has had much to do with the 
increased sales noted throughout 
the past few weeks. It is also no- 
ticeable that Ford dealers espe- 


| cially are adopting a new wrinkle 


in used car advertising, that of 


| using the dealer’s picture in the 
copy. 


Getting Cars in Shape 


The drive put on by Ford and 
| Chevrolet dealers on used cars, in | 


which the money-back guarantee 
is stressed, is having its effect on 
other dealers who have cars on 
display. Seeing the crowds flock- 
ing into the Ford and Chevrolet 
lots, they are rushing to get into 
the band wagon, feverishly work- 
ing to get their cars in shape. All 
are advertising for additional 
salesmen to take care of the Sat- 
urday and Sunday crowds and a 
large number of new car sales- 
men are being crowded into the 
lots to help take care of buyers. 


“S.A. means SALES APPEAL 


Polly is the best used car salesman you can 


add to the staff. 


Best of all, Polly works at a lower sales 
cost than any other selling method you can 
use ... in fact, Polly works for nothing . 
you can always add her cost to the original 


selling price of the car, 


Polly Chromatic is a proven sales producer. 


tie up any more of your capital. 


Let Polly dress up a few of the 
slow movers and watch the pros- 


owner, 


Polly is already working for hundreds of 


dealers all over the country. Polly puts irre- 


sistible sales appeal on the worst looking 


stickers on the lot. 


Ditzco Polychromatic is easy to apply 
- no rubbing or 


requires no undercoats . . 


polishing. 


Don’t let a lot of down-at-the-heel cars 


pects take notice. 
the shabby old car ask for a new 
The gleaming lustre of a 
Polly Chromatic paint job will 
help you get the last dollar of 
profit out of your deals. 


DITZLER COLOR COMPANY Detroit, Mich. 


DITZCO 


ee 


Polly makes 


Complete 
stocks at all 
Ditzler job- 
bers. Ask for 
color card. 








DE LUXE SUBURBAN on a Packard 120 chassis, built by Der- 


ham Custom Body Co., Rosemont, 
least four people can stand on it at races and hunts. 
doors have glass that raises and lowers with regulators. 


Pa. The roof is reinforced so at 
The front 
Heavier 


rear springs are used to reduce the appearance of body overhang. 


Used Car Stocks Better 
Washington Report Shows 


Ww ASHINGTON. Reports of all 
members of the Washington 
Automotive Trades Assn. on used 
cars at the end of March show 
stocks 563 units or 12.5 per cent 
greater than at the end of Feb- 
ruary and sales 1,820 units or 
70.5 per cent above February. 

At the end of March there were 
5,071 units in stock. Sales during 
the month totaled 4,401. A com- 
parison of these two figures indi- 
cates a 35-day supply, normal at 
this time. 

The only model showing up ab- 
normally large in the stock report 
is the 1930. Following is a sum- 
mary of stocks and sales by mod- 
els: 
Model 


1928 and 


Stock 9 Sales 


Older. 323 5 432 


583 
555 
716 
546 
426 
634 
455 
54 
100. 4,401 
Models prior to 1933 shows 
heaviest stocks compared with 
sales, 1930 models having an ab- 
normal 45 to 60 day stock. 
Following is a similar analysis 
reported at the end of February: 
Model Stock % Sales % 
1928 and 


ok der 


TOTAL 5,071 


288 
660° 


g79*° 


TOTAL 4,508* 2,581 
*Forty-five to 60-day stock (normal) 
**More than 60-day stock (abnormal) 


Davis Heads New Nash 


Dealership in Chicago 


CHICAGO.—Nash Motors Co. 
announced this week the organi- 
zation of the Nash Michigan Ave. 
Co., headed by 
S. L. Davis. The 
new company 
will establish 
sales and serv- 
ice for Nash and 
LaFayette on 
Chicago’s auto- 
mobile row, 
marking the re- 
turn of Nash to 
the motor car 
; community of 

S. L. Davis the south side. 

The operation of the new cor- 
poration as a unit of the Nash 
sales organization went into effect 


on Apr. 24 and the occasion was | 


marked by ceremonies, with mu- 
sic, dancing and the presence of 
radio and stage stars. 

Davis, who has been associated 
with the motor trade in Chicago 
since 1914, heads the new cor- 
poration and his organization of 
41 employes with a combined serv- 
ice record of 378 years in the 








automobile trade will move into 
the Nash fold intact. 

The new plant is at the southern 
gateway of the row, facing both 
Michigan and 26th streets, a mod- 
ern structure 170x180 feet, two 
stories high. The building con- 
tains over 16,000 square feet of 
salon display room, parts, service 
and lubricating departments and 
office quarters for administration. 

Davis is a director of the Chi- 
cago Automobile Trades Assn. 
and the Chicago Better Business 
Bureau. 


New Type Color Lamp 


Is Brighter, Cheaper 
EAST PITTSBURGH, Pa.—A 
new lamp, developed in the re- 
search laboratories of the West- 
inghouse Lamp Co. changes in- 
visible ultraviolet radiations into 
visible light of all the rainbow 
colors and from 50 to 120 more 
plentiful, it is said. 

The phenomenon of fluores- 
cence, by which invisible radia- 
tion of short wave lengths are 
transformed into visible light is 
the secret of the invention. 

Westinghouse engineers’ en- 
vision use of this type of colored 
light for decorative purposes. It 
will, they believe, probably be 
bent into various shapes to form 
luminous designs for interior dec- 
orations. 


Chrysler Dealers Visit 
Plant for Driveaway 


DETROIT. — Distributors and 
dealers from the Middle West will 
be here next week for a tour of 
the various local Chrysler plants 
and a driveaway of approximately 
100 Chrysler and Plymouth cars. 

One delegation forming in 
Sioux City, Ia., and Sioux Falls, 
S. Dak., will arrive in Detroit 
Sunday afternoon. About 50 will 
be in this party, which will be in 
charge of the Harrington-Ellis 
Motor Co., of Sioux City, and the 
Rierden Motor Co., of Sioux Falls. 
A larger party, numbering 70, will 
get in on Monday morning under 
the chaperonage of Andrew 
Murphy and Son, Inc., Omaha 
distributor. Fred Golden, Chrys- 
ler regional manager in Omaha, 
will have general charge of the 
expedition. 

A program of inspection has 
been arranged and in the evening 
the dealers will be entertained at 
dinner. J. E. Fields will preside. 


Festival Popular 


LOUISVILLE, Ky.—The annual 
spring festival of the Consolidated 
Motors Co., Lincoln-Zephyr dealer, 
has drawn large crowds, the com- 
pany reports. 

The showroom has been decorated 
with special spring-time displays 
and demonstration offers have 
drawn considerable interest. 
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TUDEBAKER sales in Massachusetts are tremendous 
and constantly growing. Indeed, from every section of 
conservative New England come reports of amazing public 
enthusiasm for the sensational new 1936 Studebaker line. 


BOSTON SHOWS 
INCREASE 
OF 627 


That’s what George 

W. Sweet, President 

of Boston’s famous 

Studebaker Sales 

Company of New England, writes us regarding the 
success of the 1936 Dictators and Presidents. And 
Gerald M. Sullivan, vice-president of the same firm, 
states: “The tempo of Studebaker selling has in- 
creased tremendously since the introduction of the 
1936 line. Studebaker engineers and the sales execu- 
tive staff in South Bend have placed in our hands the 
happy combination of a strong and competitive line 
of cars and the most comprehensive and sensible sales 
plan in the field today. Our increases in profitable 
sales to date add confidence to our view of the balance 
of this year’s operations.” 


On this page we publish just a few of the comments 
from Studebaker’s Massachusetts dealers and distribu- 
tors. Read them and then ask yourself if it might not be 
worth while for you to get the Studebaker proposition. 
The franchise is dealer-built 

¥ aad , ; 
and me seinete in the inceontey hi tin 
If you’re interested, write me 
PRESIDENT 
THE STUDEBAKER CORPORATION 
South Bend, Ind. 


100% ADVANCE IN 
QUINCY SALES 

That’s what Isaac Cutler of the 
Granite City Garage reports. He 
adds: “I have been in the auto- 
mobile business practically all my 
life and have handled over one half a 
dozen lines up to the time I took on 
Studebaker in 1933. This new line 
of 1936 models offers the finest 
merchandising proposition of any 
line in the country today. Stude- 
baker certainly has done their part 
in giving us the most salable line in 
the industry today.” 


in confidence—today. 


A GAIN OF 92% IN 
WORCESTER 


And that’s only for January, 
February and March of 1936. 
According to Julius Cohen, 
treasurer of Studebaker’s 
Worcester distributor, cars 
can’t be delivered to him fast 
enough from the factory to 
meet the demand. Never in his 
experience has any new line 
met «vith such instant public 
approval. 


4 j = 
122% MORE BUSINESS UP TO APRIL 1 
THAN LAST YEAR 


“‘Words cannot express my enthusiasm for the new 1936 Stude- 
bakers,”’ writes Bert Allen of Swampscott. ‘‘In my opinion, this is 
the finest line of cars ever produced by any manufacturer. My 
sales show an increase of 122% this year as compared to a year 
ago up to April lst. I am confident that by the first of June I will 


7 , 


bring this mark up to a 200% increase.’ 


LOWELL HAD FLOOD TROUBLE 
WEST SOMERVILLE —BUT STUDEBAKER SALES 
Under date of April 14,F.A. Dutton, Studebaker ARE 140% AHEAD ANYHOW 


dealer in this thrifty New England community James A. Lowrey, treasurer of 

says: “I have handled the Studebaker automo- Studebaker’s determined Lowell out- 

bile since 1928 and since the announcement of let, says he never saw cars that 

the new 1936 models we have increased our sales moved so easily from his hands into 

375% over the same period of a year before.” the hands of owners. He looks for a 
spectacular April now that the flood 
menace has passed. 


375% INCREASE IN 


NO WONDER STUDEBAKER SALES ARE THE LARGEST IN 7 YEARS L 
° NOT EVEN HIGH WATER 
Look At These Features That Studebaker Dealers Are Offering COULD STOP SPRINGFIELD 
AUTOMATIC HILL HOLDER—A powerful sales clincher LARGEST ONE-PIECE STEEL TOP—The Studebaker steel 


March found this hustling community flood- 
available only in the 1936 Studebaker. 


bound but enthusiasm for the new Stude- 
RECORD BREAKING GASOLINE ECONOMY — Stude- 
baker won in its price classes in Gilmore-Yosemite-Economy 
Run. Dictator Six averaged 24.27 miles per gallon—Presi- 
dent Eight averaged 20.34 miles per gallon. 
AUTOMATIC GAS-SAVING OVERDRIVE — Studebaker 
is one of the few cars that offers this advancement that every- 
one is demanding. Available in Dictators as well as Presidents. 


topisinseparably welded tothe world’s strongest all steel body. 
INCOMPARABLE ROOMINESS—Dictators as well as 
Presidents excel the field in rear seat elbow room — 58% 
inches of it. Luggage space in Coupes and Sedans is greater 
than in any other car. 

WORLD’S SMARTEST STYLING—Helen Dryden, inter- 
nationally famed authority, has given the new Studebaker line 
a beauty no other cars can touch. 


baker didn’t wane. January and February 
were 233 % ahead of the same months a year 
before. According to Sterling A. Orr he’s 
going like a house afire in April. He says, 
“My hat’s off to Studebaker executives 
Vance, Hoffman and Keller. They’ve given 
us the best merchandise I’ve seen or heard of 
since I started in the automobile business 
20 years ago!” 


a" STUDEBAKER! 
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Lubrication Show Draws L 
Dealer Finds Best Publicity 
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arge Crowds Daily 


Is Word of Mouth Comment 


KANSAS CITY.—Taking a tip 
from the restaurant men who 
keep a chef cooking flap jacks in 
the front window, the Radcliff 
Motor Co., distributors here for 
De Soto and Plymouth, are let- 
ting the public see a real lubricat- 
ing job in action by putting the 
department right up in the front 
windows on the street level. 


This startling move keeps the 
pedestrians on busy McGee street 
spellbound. And lubricating 125 
cars per week is the profitable 
answer to Radcliff’s eye appeal 
program. 

John Radcliff says, “I have 
been in automotive merchandising 
business for six years and have 
made satisfactory profits. But 
times have changed. The service 
end is now the bread and butter 
end of the retail operation. I de- 
cided that the dealer who really 
wants to make big profits in the 
automobile business will have to 
spend money to modernize his 
service department, get away 
from the drab, dirty and badly 
kept shops, and make his service 
ind lubricating departments clean 
and inviting in order to attract 
car owners. 

Leased New Building 

“T realized that I should do 
something different and outstand- 
ing. So I leased a new building, 
the largest in the city, with 103,- 
500 square feet of floor space and 
remodeled it myself and pur- 
chased the best modern machin- 
ery.” 

Radcliff’s idea of plenty of space 
and up-to-the-minute equipment 
may be seen from the photos ac- 
companying this _ article. 
lubricating devices are of the Lin- 
coln Special Lubricator type and 
of special construction that dis- 
pense the lubricants under pres- 
sures high as 8,000 pounds. 
Five special greases make it pos- 


as 


The | 


sible to take care of the require- 
ments of any car. There are no 
overhead hoses for grease distri- 
bution nor any hoses carried 
along the floor. The hose reels 
are carried on a rack over the 
high pressure lubricant tank is- 
land between the two drive-on 
rotary hoists. Other types of oils 
and greases for chassis and mo- 
tors are conveniently arranged 
on panels against the wall. The 
floor is spotless at all times. 


Hired Good Personnel 

Here are the results of Rad- 
cliff’s greasing operations since 
modernization started. Car lubri- 
cations, two hoists and two spec- 
ially trained operators have han- 
dled 125 cars per week since Dec. 
15, 1935. In the old building one 
hoist and one operator did an 
average of 60 cars per week. 
Average job a year ago, $2.17. 
Average per car since Dec. 15, 
$2.46. Business secured from cars 
other than De Soto and Plymouth 
averages 35 per cent of the total. 

Radcliff hired the best person- 
nel obtainable in Kansas City for 
his lubrication department. Proud 
of the set-up the new force talks 
to car owners with whom they 
had become acquainted in their 
previous connections. On top of 
that Radcliff is using a direct 
mail campaign, newspaper, tele- 
phone and radio announcements 
with a check-up on every person 
on his list. He supplements the 
window lubrication operation pub- 
licity by means of four experi- 
enced wide awake service floor 
salesmen who meet every owner 
that drives in. 


Lubrication Important 


“The lubrication department,” 
Radcliff explains, “may logically | 
be viewed as the salesroom for | 


© 


APPROVED 


"© SO1O & PLYMOUTH 


LUBRICATION 


QUALITY LupRicants 


CAR MANUFACTURERS « 
RECOMMENDATIONS 


THERE WAS NO QUIBBLING over expense when Radcliff Motor Co., Kansas City, modernized its 


lubrication department. 


It was put on the tile floor of what had previously been a showroom and 


placed on the street level and in a showroom window. The change cost $2,100 and paid for itself within 
a few months. Car owners are coming in at the rate of 125 a week. 


all service work and supplies. It 
is the most important point of 
contact with the car owners.” 
The Radcliff lubrication depart- 
ment takes up a space 50 feet 
long and 40 feet wide. The cost 
of the installation as seen in the 
picture was $2,100. It paid for 
itself in the first 60 days. The two 
men who operate the _ section 
work entirely on commission. 
They sell twice as many oil 
changes a month as in the old 
plant and their commission 
checks indicate the old time name 
of “grease ball” applied to the 
lubricating operator is disappear- 
ing in favor of a profession which 
now pays salaries instead of 
wages per hour. 


The effect of Radcliff’s change 


The Real Winner 


33.2 miles per gallon 


Los Angeles to Yosemite Run 


ILLYS 


Standard and deluxe Sedan, 
Coupe, Panel Delivery, 
Cab, Pickup 


$395 


and Up 


at Factory 


For Franchise 
Telegraph or Write 
WILLYS-OVERLAND 
Toledo, Ohio 


to a bigger and better location | 
has been bigger business and bet- | 
ter profits. Work in the service 
department, parts and accessor- | 
ies sections have doubled. The 
stock of parts, inventories around | 
$26,000 and since the first of the | 
year has been turned every 60 | 
days. 
Cost Paid for Soon 

Remodeling the tune-up depart- | 
ment and the general service 
shop together with the equipment, 


cost Radcliff $18,000. The increase 


in business has paid for the en- | 
tire plant as of Mar. 1. The vol- 
ume of business being done re- 
quires 42 men and the shop is 
still further modernized by keep- 
ing the plant open 24 hours per 
day for service on all makes of 
cars. 


New Fargo GMAC Branch 


MINNEAPOLIS, 
the increased volume of business in 
the northwest and the future out- 
look for general business, the Gen- 
eral Motors Acceptance Corp. has 
announced the opening of a new 
branch at Fargo, N. D., according 
to Roy Pearse, northwest manager. 

“Business conditions are looking 
better than at any time since 1929 
and in order that we may properly 
serve General Motors dealers and 
customers, this move of expansion 
has become necessary,” Pearse said. 

The new Fargo branch will have 
as its manager, W. S. Garry, who 
joined the Minneapolis branch in 
‘926, and for the past several years 
has been assistant manager here. 


Minn.— Due to 


TWO SPECIALLY CONSTRUCTED 


Workless Sunday 


Aim of Salesmen 
MILWAUKEE. — For the 
first time in the local auto- 
mobile business, with the 
exception of a short period 
in 1918, practically every 
new and used car dealer 
will be closed on Sundays 
and holidays. Used car lots 
as well as salesrooms are 
to be closed. 


The announcement was 
made by officers of the Mil- 
waukee Automotive Trades, 
Inc., and the Wisconsin 
Used Car Dealers associa- 
tion and became effective 
Easter Sunday. 

Announcement has also 
been made of the formation 
of the Retail Automobile 
Salesmen’s association, 
members of which plan to 
picket automobile dealers 
who refuse to observe the 
Sunday closing agreement. 


Garagemen Lend Aid 

OMAHA, Neb.—At a meeting of 
the Omaha Board of Safety, when 
the question of licensing Omaha 
garage men and requiring them to 
keep records of repairs made to 
autos involved in smash-ups was 
discussed, Ralph Smith and Ben 
Yousem were appointed a commit- 
tee to investigate if similar plans 
are being worked out in other cities. 
The garage men pledged co-opera- 
tion with the safety board. 


entrances from the street 


permit car owners to drive into the reception room of the tune-up 
and repair section of the Radcliff Motor Co.’s new place in Kansas 


City. 
give it a business like appéarance. 
doubled in 60 days. 


Up-to-date parts and accessories display counters on one side 


This division of the business has 





DETROIT. 
motor truck to make year-around 
profits for dealers is one of the 
chief reasons why more and more 
automotive merchants are taking 
on a truck line,” said J. F. Bow- 
man, vice-president in charge of 
sales of the Federal Motor Truck 
Co. 

“During the periods when pas- 
senger car sales are rather light, 
dealers who also handle trucks 
have found that this end of their 
business levels out the sales and 
profit curve. Truck sales do not 
slump perceptibly at any time be- 
cause certain vocations are al- 
ways coming into the market for 
new equipment or replacements. 

“Service, too, is another part of 
the truck dealer’s set-up that 
brings in year-around profits. If 


a a dealer offers the > right kind of | 


Truck Shicenent 
Makes History 


WICHITA, Kan.—Wichitans wit- 
nessed the making of new auto- 
mobile history in Kansas Apr. 22 
when a solid trainload of Chev- 
rolet trucks arrived direct from 
the factory for mass delivery to 
truck buyers of this area. 


The special Chevrolet truck 
train, the first full trainload and 
largest single shipment of trucks 
ever made into the city, arrived 
over the Missouri Pacific lines, to 
be welcomed by buyers of the 
trucks from all parts of Kansas 
and Northern Oklahoma, who 
assembled in Wichita to take de- 
livery of their machines. 


While in Wichita the buyers 
were entertained at a banquet by 
Chevrolet dealers through whom 
they placed their orders and zone 
officials, headed by F. A. Hoel, 
zone manager. 


Chevrolet dignitaries in Wich- 
ita to welcome the special train 
included, besides Hoel and W. F. 
Balzerick, Wichita zone truck 
manager for the company, T. H. 
Keating, St. Louis, regional man- 
ager; W. V. Tomlinson, regional 
truck manager, and zone truck 
managers from Memphis, Denver, 
Omaha, St. Louis and Kansas 
City. 

The trucks were parked in a 
large lot in the downtown dis- 
trict after being unloaded, for 
public inspection. The mass drive- 
away occurred the following day, 
with all purchasers taking part 
in a parade down the city’s prin- 
cipal thoroughfare. 


Chevrolet Sets 
Business Meet 


Monday, Apr. 27 


DETROIT. — The first business 
meeting to be attended by Chevro- 
let’s entire field executive organi- 
zation since the announcement of 
new models last November, will 
be held here Monday, it is an- 
nounced by W. E. Holler, vice- 
president and general sales man- 
ager of Chevrolet. 


All nine of Chevrolet’s regional 
managers, all 47 of its zone man- 
agers, and 21 city managers will 
convene with central office execu- 
tives to discuss the spring selling 
program, Holler said. The regional 
managers meet with Holler each 
month, but the zone organization 
is called to Detroit only at infre- 
quent intervals. 

“The purpose of the meeting,” 
Holler explained, “is to carry for- 
ward plans, already under way, 
whereby Chevrolet’s 10,000 dealers 
will reap the maximum benefit 
from the elaborate sales machin- 
ery set up by Chevrolet.” 


“The ability of the | 
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Truck Line Yields Year ’round Profit Says Bowman 


Federal Head Qutlines 
Ideal Selling Program 


service his back room is usually | 


busy the majority of the time,” 


said Bowman. 


“Trucks can be sold 


ger car dealer’s buildings or with- 
out materially increasing his over- 


head. The modern motor truck | 


can be displayed alongside the 
finest passenger car without de- 
tracting in the slightest from the 
appearance of either. Motor truck 


in most | 
cases without altering the passen- | 





manufacturers are very style con- | 


scious today, and the 1936 stream- 
line trucks are just as handsome 
as they are efficient. 


It has been | 


estimated that one out of every | 


four people who buy passenger | 


cars are also interested in trucks, 
and this is another good reason | 


FULFILLING ALL 
PREDICTIONS 


raga the alert dual dealer will dis- 
play his truck demonstrator as 
prominently as his passenger cars, 


“The splendid sales records es- 


tablished by the truck industry | 
since the beginning of this year | 


are attracting a great many pas- 


| senger car dealers. Naturally these | 


dealers want to know what it 
takes to successfully merchandise 
a truck. From my experience, 
both as a dealer and 
manager for a manufacturer, I 
have always found that the suc- | 
cessful passenger car dealer can 
be equally successful in selling 
trucks, provided he puts propor- | 
tionate time and effort into this | 
end of his business. A number of | 
new dealers have joined Federal | 
since the first of the year who 
also handle passenger cars, and I 
feel sure that this combination of | 
truck sales and passenger car 
sales is going to be very profit- 
able for them during 1936.” 


@ In view of the supercharger’s miraculous, 
almost overnight revolution of aviation, it is 
not surprising that the Graham brothers’ ap- 
plication of this principle to the lower priced 


ear field has already had such a profound 


GREAT NEW 


GRAHAMS 


The SUPERCHARGER 


The CAVALIER 
The CRUSADER 


THE 


STYLE 


SUPERCHARGER 


GRAHAM 
it a at 


ehh 


CaM at AS 


as a sales | 


|}order received within 


F pierel Truck 
Gets U. S. Order 


DETROIT. 
tor Truck Co. has been notified by 
the War Department of the award 
of another order for army motor | 
trucks totaling 278 units to be 
built at a cost of approximately 
$350,000. 

This award, the second large 
weeks, brings the number of army 
vehicles now being manufactured 
in the Federal factory to 491. The 
cost of the entire fleet will be in 
the neighborhood of $650,000. 

The army trucks 
structed under the terms of Fed- 
eral’s latest contract will be 2% 
tons capacity with 
bodies and enclosed cabs, 
be used for the transportation of 


The Federal Mo- | 


recent | 


to be con-| 


cargo type) 
and will | 
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rr and supplies. Chassis fea- 
itures include double reduction 
rear axles and five-speed over- 
| drive transmissions. The latter 
| give increased speed while the 
truck is running empty or with 
light loads. 


Sloan to Speak 
To Coast C. of C. 


LOS ANGELES.—tThe automo- 
bile industry will be saluted at 
the annual banquet of the Los 
Angeles Chamber of Commerce, 
| May 22. 
| The principal speaker will be 
Alfred P. Sloan jr., president of 
General Motors. 

GM’s new west coast plant, now 
in course of construction, is lo- 
| cated here. 


influence on the future of the automobile. 


So superior has the new Graham Supercharger 
proved itself to be in economy and perform- 
ance that the eyes of the entire industry are 
now turned in this direction. As quickly as 
they can be made acceptable for public use 
other superchargers will unquestionably begin 


making their appearance. 


All this gives Graham dealers a tremendous 
advantage. Graham cars are already far beyond 


the experimental stage. 


They are demonstrat- 


ing in daily service all over the world that 
the supercharger is the greatest automotive 


advance of the decade. 


Take advantage of the opportunity Graham of- 
fers to aggressive dealers. Your inquiry will be 
handled in strictly confidential manner. We 
have some facts on Graham dealer profits that 
will amaze you. Write or wire Graham-Paige 
Motors Corporation, Detroit. 


WHEREVER CARS ARE SOLD THE GRAHAM 
FRANCHISE IS WORTH MONEY 


AWARD GOES TO GRAHAM 





Sparks ” 
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Chris 


Sinsabaugh 


(Continued from Page 1) 


Motors is the big meal ticket. 
Whereas at the _ pre-depression 
peak in ’29, the General Motors’ 
Saginaw payroll totaled $11,701,- 
290, the expectations now, 
projected at this luncheon by 
Charles Wilson, GM vice-president 
and a Knudsen aide, is that in 
1936 this will run from 10 to 15 
per cent higher. Last year the 
payroll was $10,639,779. 

General Motors’ activities in 
Saginaw include a gray iron 
foundry that is said to be the 
largest of its kind in the world; 
a malleable foundry that produces 
more malleable iron than any 
other such foundry in the world; 
a steering gear plant which also 
claims to be the biggest of its 
kind, and two plants for the man- 
ufacture of parts. 

ok * eS 

WHAT, AFTER ALL, is the 
chief urge to buy an automobile? 
Unquestionably, I’d say, the call 
of the open road, the opportunity 
to go places swiftly and comfort- 
ably, to see strange sights, to 
meet new people, to take the 
family out into the country for 
week-end trips, and the grand 
adventure of the vacation tour. 
This urge undoubtedly is mainly 
responsible for the development 
of the automobile industry, some- 
thing that has changed the habits 
of every nation in the world. 

* * * 

SO, WHEN BILL CAMERON, 
the voice of Ford in that com- 
pany’s radio broadcast, the “Sun- 
day Evening Hour,” put into words 
the dreams all of us have of 
the joys of touring and the itch to 
get out on the highways and back 
roads, he struck a keynote that 
will sound through the ages. In 
my humble opinion, Cameron’s 
“The Road,” is destined to be- 
come a classic—it is a classic— 
and it is something that our 
children’s children will be read- 
ing. It should be particularly in- 


talk far above the ordinary chat- 
ter handed out by salesmen. Fire 
the imagination of the prospect 
with the joys of touring and the 
sales battle is more than half 
won. 

* cd * 

IT IS WITH the idea that deal- 
ers may grab at this opportunity 
afforded by Cameron to drive this 
point home that the conductor 
writes into the records this mel- 
ody of words that writes romance 
into this modern method of trans- 
portation. So here is “The Road” 
as it came to me over the air 
last Sunday night: 

“THAT DELICIOUS nostalgia 
of the open road—spring fever 


as | 


roads that run by the mill down 
in the hollow; roads that fade in 
twilight to the chant of the 
vesper sparrow or the private 
twitter of nesting birds. Where 
they went, no compass. ever 
pointed, their signboards are un- 
translatable— we only know we 
walked them in a light that never 
was on land or sea. 
* * oe 

“OR IT MAY BE some stretch 
of common city street — for a 
street, however short, is also a 
road, built up; its end is at the 
Pole or at the sea. Out of many 
a humble by-street, out of many 
a roaring avenue, memory has 
woven an unforgettable charm. 
The bluish electric light down at 
the corner, dimmed by the night- 
flying insects; square panes of 
light at the windows; murmurous 
sounds of family life; boys late 
at their play shouting tomorrow’s 





Read 


rendezvous; a baby’s cry; and 
quietly walking to and fro a lad 
and lass in their’ own enchanted 
world. Yes, many a street is 
treasured up in memory. 

“There are roads and streets 
in which we have only to wander 
to hear the far-off trumpets of 
history. This is the street on 
which the Pilgrims strode from 
shore to hill. Here Washington 
came daily riding. Once this ave- 
nue clouded and shook with the 
tramp of passing armies. A bare- 
foot boy played here, scarce 
known beyond a dozen farms, 
and from this spot his name went 
out to all the world. And what 
was, shall be again—every street 
and road and lane is romantic 
with possibility. 

* cd * 

“SOMEONE SAID that, buying 
a motor car you buy the rights 
to three million miles of roads. 
That could have been said only 
with America in mind, for this 
is a land of roads—continent 
striding highways. They flash 
from Ottawa to Mexico City, 
from New England to the Mojave 
Desert—three million miles of 


what 





them flung down upon the land 
like -a vast intricate web woven 
on the loom of time and life. Not 
military in their origin, our roads 
grew because people used them. 
The shallow trench-like trails on 
which, single file, the Indian 
stalked, widened into the more 
social roads where white men 
moved by two and two in immi- 
gration and commerce. The cattle 
trail hardened into the iron road 
of the cattle train. South Amer- 
ican road _ builders, carrying 
gravel in the blanket which was 
at night their bed, are succeeded 
by the surveyor and the scientist 
and the whole modern mechan- 
ism of road-building, with an ex- 
penditure in this country of two 
billion dollars a year 
* * * 

“IN' NUMBER and quality the 
roads of this country have been 
steadily advancing since 1656. 
Cobblestone, wood-block, asphalt, 
concrete—these and many other 
types of road appeared in their 
order and remain. Every motor- 
ist knows them, if not by name, 
then by nature. Most of our 
roads follow an Indian or pioneer 





or buffalo trail,—but there are 
roads in the west today that 
never existed.until. the old Ford 
Model ‘T’ thrust its sturdy and 
adventurous nose over hills and 
through forests, and in its track 
important highways grew. 

“Roads, thus far, are the long- 
est lasting marks man has made 
upon the earth. With all our 
modern advances in means of 
communication, the road not only 
has not declined in importance, 
it has gone on increasing as chief 
of them all. The spell roads lay 
upon men is one of our most 
educational influences. More peo- 
ple, thanks to the motor car, hear 
the call of the road today than 
at any time in history. And so 
our physical range is extended, 
our understanding widened, our 
human citizenship enlarged, our 
tolerance increased—and _ these 
are gains.” 

* a ~ 

VIA THE GRAPEVINE tele- 
graph, I get it that the fight of 
the California publishers to in- 
duce all advertisers of motor cars 
and their accessories to use the 


(Continued on Page 23, Col. 1) 


Pontiac owners write to 
Mr. Alfred P. Sloan, Jr. 


spiring to dealers who sell mo- | 
tor cars and give them a selling | 


which spares neither youth nor | 


described by 
said that 


was once 
He 


age, 
Chaucer. 
April 
drought of March, 
“Then longen folk to go 
on pilgrimages.” 


“Most of us have heard the Call | 
of the Road sounding on all the 


bugles of spring. The travelers 
of the sky-road, wild geese and 
swallows, hear it. Sailors, who 
traverse the water roads, prepare 
their boats in response to it. Lov- 
ers of the hills think longingly of 
mountain paths. Multitudes of 
motorists unfold old highway 
maps to trace imaginary journeys. 
Symptoms all of spring fever, the 
call of the open road whose mys- 
tery and magic never fail. 
“There are bits of road more 
deeply graven on our memory 
than traffic ever scored them in 
the ground. Some lie within our 
hearts eternally dappled in the 
leaf-filtered sunlight; the dust of 
others is forever golden in the 
sunset glow—their almost mystic 
shadows whisper, “now comes still 
evening on.” The first fresh 
scent of dew at dusk — and a 
meandering country lane of long 
ago opens magically before us. 
Those roads of memory! — the 
wild-grape and the elders border- 
ing them, moss rose and the 
bouncing betty gladdening them; 


when | 
showers had pierced the} 





about 


HERE is no longer any question about the high professional standing of 

Pontiac dealers. In letters written not only to Pontiac, but directly to the 
president of the General Motors Corporation, America has put itself on record 
in the plainest possible terms. And through every letter runs the same refrain 
—it’s a genuine pleasure to do business with a Pontiac dealer. 

This happy result has come about through a recognition of an essential 
fact. It is not enough for a company to build an honest product. That product 
must also be honestly represented and honestly sold. Accordingly, the Pontiac 
franchise and the Pontiac sales and manufacturing programs have been 
designed specifically to appeal to sound, substantial business men of the type 
that the American public instinctively likes and respects. And these men, on 
joining Pontiac, have done their work so well that newcomers to the Pontiac 
dealer organization step into a ready-made reputation for integrity and fair 
dealing of incalculable worth. Some indication of the nature and extent of this 
vital goodwill can be gained by reading these excerpts from letters received 


by Mr. Alfred P. Sloan, Jr. 
PONTIAC MOTOR COMPANY, 


There are thousands more like them on file. 


PONTIAC, 


MICHIGAN 
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Spring Sundays Stimulate Gotham Used Car Sales 


Mountsier Finds Business 


‘Good’; Proofreaders ‘Lersy’ 


By BOB MOUNTSIER 


NEW YORK.—The automobile 
business in this part of the world 
continues good, for the sales of 
both new and used cars, with the 
fine car business increasing its 
gains of the first quarter. Rain 
and cold have not helped sales on 
certain days of the last two 
weeks. Here in New York a nice 
Sunday from a used car sales 
point of view is worth any other 
two days in the week. 

Among recent new car pur- 
chasers is Franklin D. Roosevelt, 
president of the United States, 
who has an estate up the Hudson. 
The first man of the land bought 
from the Keyes Auto Sales Co., in 





Poughkeepsie, a Ford de luxe 
phaeton, done in blue, with 
chrome-plated hub caps and white 
sidewall tires, It has a special 
steering wheel with flexible spokes. 


Special Controls 
. The car is equipped so that the 
President himself may drive it. 
A lever at the left, similar to a 
hand brake, operates clutch and 
brakes, while another special de- 
vice under the steering wheel, at 
the right, takes the place of the 
usual accelerator—in other words, 
a hand throttle instead of a foot 
throttle. This is the second Ford 
to be acquired by President 





Roosevelt. He also owns a Ford 
cabriolet. 

The Lincoln Motor Co. now has 
its Lincoln-Zephyr dealerships 
well lined up in the New York 
metropolitan area. Of 32 outlets 
in Greater New York and in 
suburbs on Long Island and in 
Westchester, all but three or four 
have been Ford dealers and noth- 
ing else but. Manhattan and 
Brooklyn have five Zephyr out- 
lets each, Queens four and the 
Bronx two. All Lincoln-Zephyr 
dealers in this area are featuring 
a Lincoln-Zephyr spring festival, 
which is continuing until Apr. 30. 

The troubles of a long-distance 
writer such as your New York 
correspondent are many and var- 
ious, not the least of them arising 
from what linotype operators do 
and proofreaders don’t. Last week 
the printer’s boys in Detroit pulled 
three hot and hard ones on us. In 
one of our articles they left three 








ciphers off $11,500,000, which was 
the proper total for the minimum 
amount of business lost last year 
to New York City automobile 
dealers through the municipal 
sales tax of 2 per cent. All we 
can say is that if eleven millions 
and more isn’t anything to lino- 
typers, proofreaders and New 
Dealers, it’s real money to the 
hard hit dealers of New York, 
plus us. 
Tsk, Tsk, Tsk, Tsk 

Then, as if dropping the 000’s 
wasn’t enough, somebody knocked 
a “not” out of our story on the 
withdrawal of the Automobile 
Manufacturers Assn. from the 
Chamber of Commerce of the 
United States. Anyway, this is the 
way one of our sentences should 
have read: “Also, we learn that 
the automobile industry has felt 
that the Chamber of Commerce 
of the United States was no longer 
really representative of manufac- 


me 


Pontiac’s Dealer 


“At one time or another, I have owned just about 
every make of car and never before have I received 
such consideration and courtesy as from your local 


Pontiac dealer.”’ 


O.D.H., Anniston, Ala.* 


“I am very well pleased by the car and especially by 
the courtesy extended by your Pontiac dealer. 
company is to be congratulated on giving to the public 


such fine service.”’ 


C.C.M., Kansas City, Mo.* 


“I cannot imagine anyone giving more efficient and 
courteous service than your Pontiac dealer. 
that is a big reason why 4 of the boys in our business 
have bought 7 Pontiacs from him in the last 3 years.” 


Your 


In fact, 


F.E.B., Toledo, Ohio.* 


*Excerpt from a letter on file at the Pontiac Motor Co. 


W.H.H. Jr., Greenwich, Conn.* 


“First dealer I ever knew who tried to make me 
welcome on return trips for service. Has that personal 
touch so many lack. Glad to recommend both car and 
dealer to my friends.”’ 


B.R.S., San Francisco, Calif.* 


‘Your Pontiac dealer is one of the finest men I have 
ever transacted business with. He not only occupies a 
very high standing among dealers here, but he person- 
ally has done much to place Pontiac in the high 
position it occupies in this community.” 


H.W.K., Niagara Falls, N. Y.* 








| 500-mile 
| from the 


Organization 


“Your Pontiac dealer is undoubtedly the finest you 
could have chosen in this district—far ahead of all 


others in reliability and courtesy.”’ | morrow, 


| championship 


| Goshen, 





turing interests in general and in 
particular and that it was NOT 
sympathetic to the development 
of highway transportation.” 

On top of all that the printers 
put a big “B” into our old friend 
Pop Myers—made him one of the 
Byers family. And he probably 
won’t give us a pass to his In- 
dianapolis Speedway race. 

Now thaf we have gotten those 
corrections into the record for 
contemporary ADN readers and 
future historians, it might be the 
proper thing to give the printers’ 
boys praise in connection with 
another article emanating from 
our typewriter for putting a “b” 
into the “bonnet” of Dubonnet, 
the big French aperitif man who 
has brought a radically stream- 
lined car to this country with the 
idea of licensing certain features 
of its design to automobile man- 
ufacturers over here. 

Goodness gracious, it’s only five 
weeks to the 500-mile interna- 
tional sweepstakes at Indianapolis 
and only six and a half months 
to the New York National Auto- 
mobile Show. How time and Chris 
Sinsabaugh do fly! 


Will Be on Hand 


Now that we have become the 
looked-to-by-all - the - world outlet 
for automobile racing news, we 
keep sitting to make a few an- 
nouncements. Ted Allen, secretary 
of the AAA Contest Board, and 
Joseph Copps, Public Relation No. 
1 of the Indianapolis Speedway, 
rise to shout that Kelly Petillo, 
last year’s 500-mile winner and 
national champ, positively will ap- 
pear in the Indianapolis classic 
next Decoration Day. We don’t 
know who started the rumor to 
the contrary—probably Art Wright 
and Steve Hannagan. 

The Copps tell us that Cliff Ber- 
gere, the movie stunt motorist, is 
conditioning himself for the In- 
dianapolis race by playing 36 holes 
of golf each day on the Speed- 
way course. Red Shafer, who's 
been in 13 Speedway classics, be- 
lieves that the 37'%-gallon gaso- 


| line restriction for this year’s 500- 
| mile race is going to make it more 


exciting than last year’s contest. 
DePalma, who won the 
race in 1915, will manage 
pits a car out of Louis 
by DePalma himself, 
3anks to have the mount. 

Doc MacKenzie, the bearded 30- 
year-old racing champ of the 
east, will be among those present 
when they fire the Speedway gun 
on May 30. This young veteran, 
who rolled up 57 wins last year, is 
scheduled to race at Reading to- 
and he was the first 
driver to sign up for the 100-mile 
race to be held 
June 13 on William H. Cane’s 
Good Time hoss-race track at 
N. Y. At Indianapolis 
and Goshen Doc will drive a new 
car now being built by Harry 
Miller. It is described as of rev- 
olutionary design both in motor 
and exterior lines. 


Packard Exports Rise 

Packard Motors Export Corp., 
with headquarters in New York, 
shipped 250 per cent more cars the 
first quarter of this year than 
during the same period last year. 
Although an important part of 
this increase is due to the popu- 
larity of the Packard “120,” big 
car sales are reported to be pick- 
ing up at a very encouraging rate. 
There has been an increase not 
only in unit sales abroad, but 
also in foreign distributorships, 
which give additional outlets for 
both the ‘“120’s” and the larger 
Packard eights and twelves. 

The Metropolitan Section of the 
Society of Automotive Engineers, 
otherwise the New York engineer- 
ing boys who belong, had a ses- 
sion on _ six-wheelers the other 
night, and M,. A. Wolf got inside 
the door and talked on brakes, 
tires, steering response, weight 
distribution, torque reaction, etc., 
including having your axles with 
or without inter-axle differential. 


Ralph 


Kimmel 
Henry 





DETROIT.—May 12 to 15, in- 
clusive, has been set as the date 
for the second annual meeting of 
the Dearborn Conference at Dear- 
born, Mich. Francis P. Garvan 


of the Farm Chemurgic Council | 


and the Chemical Foundation 
estimates that over 1,000 leading 
industrialists, chemists and agri- 


culturalists will attend as a re- | 


sult of the interest and subse- 
quent activity of the meeting of 
a year ago. 

This year’s conference will be 
under the sponsorship of the 
Chemurgic Council and _ the 
Chemical Foundation and _ 60 
nationally known speakers will 
present papers dealing with 
progress and chemurgic activities 
linking industry, chemistry and 
farming. The developments of 
last year’s conference which re- 
sulted in methods being adopted 
putting chemistry to work for 
the farmer, by creating new in- 
dustries and products and aiding 
in the solution of the unemploy- 
ment situation will be reported 
on. In the reports to be read will 
be the results of visits to the 48 
land grant colleges in the United 
States and increased activity to 
be promoted for still greater re- 
search toward new uses of agri- 
cultural products in industry. 


Of interest to the automobile 
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Paria Chemurgic Council Sets Meet for May 12-15 


2nd Dearborn Conference 


Expected to Draw 1,000 


industry will be reports on new 
developments involving the use 
of minerals and farm products 
in plastic productions. A wide 
variety of miscellaneous new 
| products using farm products as 
the basic raw materials will also 
| be described. 


| To Discuss Alcohol 


In sending out its advance no- 
tice of the conference the gov- 
erning committee calls attention 
to the fact that the power alco- 
hol plant at Atchison Kansas, 
sponsored by the Chemical Foun- 
dation and the Chemurgic Coun- 
cil and the first plant of its kind 
in the country starting with a 
capacity of 10,000 gallons a day, 
already has orders on hand in 
excess of the capacity of the 
plant. The product will be used 
for blending gasoline and alcohol 
for motor fuel in the middle 
western states. Corn is being 
used as the initial raw material 





but arrangements are now being 
made to use sugar beets and arti- 
chokes for alcohol distillation. 


The opening session will be 
addressed by W. J. Cameron of 
the Ford Motor Co., followed by 
Francis P. Garvan of the Chem- 
ical Foundation. During’ the 
afternoon of the first day’s ses- 
sion Fred W. Sargent, president 
Chicago and Northwestern Rail- 





road will have for his subject, 
“Industry’s Stake in Farm Pros- 
perity.” Harper W. Sibley presi- 
dent of the Chamber of Com- 
merce of the United States will 
lead the discussion. Of special 
interest to the motor industry 
and the road builders of the 
country will be the subject “Cot- 
ton Roads,” to be handled by 
Charles K. Everett, manager of 
the new uses committee of the 
Cotton Textile Institute, Inc. 


To Study Gas Supplied 


The pet subject of the confer- 
ence, power alcohol, will take the 
entire morning of May 13. Presi- 
dent Garvan will lead off with 
“The Relation of Power Alcohol 
to our Economic Problems.” 
Floyd F. Kishline, chief engineer, 
Graham-Paige Motors Corp., will 
talk on “Coming Motor Fuels.” 
The Atchison power alcohol plant 
will be described and Dr. W. L. 
Burlison, of the University of Il- 
linois, will handle the subject of 
other farm grown products for 
alcohol production. The question 
of present gasoline supplies will 
be taken over by Dr. Benjamin 
Brooks, chemical engineer, New 
York, Wm. R. Boyd, vice-presi- 
dent of the American Petroleum 
Institute, will handle the rebutal. 


The sectional meeting Wednes- 
day afternoon, May 13, will be de- 
voted to plastics. Presiding will 
be Dr. Wm. J. Hale, consulting 
chemist, Dow Chemical Co. The 
speakers will be William Haynes, 
editor Chemical Industries, New 
York, Dr. F. N. Peters, The 


Only STARTIX provides completely 


Automatic Starting is triple action — Just a 


turn of the switch key and Startix 


1. Automatically starts the engine 


2. Automatically repeats if necessary 


3. Automatically restarts it if the engine stalls 


No attention on the driver’s part at any time is 


necessary because Startix automatically does all three 


things just as long as the switch key is turned on. The 


manipulation of button or pedal controls to start or 


restart the engine is entirely eliminated. 


Startix is adaptable to any car, new or old, equipped 


with the Bendix Drive—the famous “Mechanical Hand 


That Cranks Your Car”—which is an integral part of 


complete automatic starting and restarting. Many pop- 


ular cars have Startix as standard equipment. 


ECLIPSE MACHINE COMPANY 
ELMIRA, NEW YORK 


( Subsidiary of Bendix Aviation Corporation) 


STARTIX 
plus Bendix Drive eguab 


Automatic Starting 














CONTINUOUS SERVICE of 
this family with the B. F. Good- 
rich Co., Akron, totals 70 years. 
William S. Moore sr., center, and 
his two sons, William S. Moore jr., 
right and James Moore, believe 
they hold an unusual record. The 
father has been on the payrolls 
27 years, William jr., 20 years, 
and James, 23 years. 


Quaker Oats Co., R. A. Boyer, 
Ford Motor Co., R. E. Coleman 
manager plastics department 
General Electric Co., Dr. Carl S. 
Miner, Chicago, and E. F. Lougee, 
editor “Modern Plastics.” 


Cellulose Sessions 


Howard E. Coffin, chairman of 
board, Southeastern Cottons, Inc., 
will handle the sessions on cel- 
lulose on Wednesday. Representa- 
tives of various paint and car 
finish manufacturers as well as 
representative agriculturalists will 
discuss soy beans, tung oil and 
allied subjects. 


Wednesday, May 13, the mem- 
bers will hold their annual din- 
ner at the Hotel Statler. Presi- 
dent Garvan will be the toast- 
master and music will be fur- 
nished by the Chrysler-Plymouth 
Male Quartette. President Gar- 
vin’s introduction will be “Pio- 
neers of New Frontiers.” Wheeler 
MeMillen, editor of “The Country 
Home,” and Alonzo E. Taylor, 
director of Food Research Insti- 
tute, Stanford University, will be 
the speakers. 


Hammond Named 


MILWAUKEE, Wis.—Ralph P. 
Hammond, sales manager at Globe- 
Union Mfg. Co., has been named 
vice-president of the Milwaukee and 
Wisconsin exposition to succeed 
George L. Erwin jr., who resigned 
when he moved to Chicago recently. 
The exposition this year will be 
held from Oct. 24 to 31. 


Noblitt-S parks Re ports 


CHICAGO.—Noblitt-Sparks Indus- 
tries, Inc., report for quarter ended 
Mar. 31, 1936, net profit of $107,900 
after depreciation, federal taxes, etc., 
equivalent to 72 cents a share on 
150,000 shares of capital stock. This 
compares with $108,630 or 72 cents 
a share in first quarter of 1935. 





Chidehuker Has 
New Outlet 


SOUTH BEND. — Improvement 
in sales operations and promotion 
of field personnel men has been 
announced by Geo. D. Keller, vice- 
president in charge of sales of the 
Studebaker Corp. 

A new factory-operated whole- 
sale branch has been opened in 


P. A. Rumpf Grover Thompson 


Pittsburgh, Pa., under the direc- 
tion of P. A. Rumpf. A parts de- 


| pot is being established and the 


branch salesroom will exhibit 
every model manufactured by 
Studebaker. 


Rumpf, a veteran Studebaker 
field sales executive, has been 
named regional manager of the 
Pittsburgh wholesale territory. He 
has been continuously with Stude- 
baker since 1912. F. L. Beelby 
has been appointed assistant 
manager of the Pittsburgh ter- 
ritory. 

At the same time Grover 
Thompson was named regional 
manager in charge of wholesale 
sales in the Dallas, Tex., terri- 
tory. Thompson succeeds R. A. 
Walker, who died Apr. 1. 

Thompson is, from point of 
service, one of Studebaker’s old- 
est executives. He became asso- 
ciated with the corporation on 
Jan. 2, 1912, less than a year after 
Studebaker was incorporated. 


J. A. Seaife Associated 


With Autocar Co. Staff 
ARDMORE, Pa.—J. A. Scaife is 


| now associated with the Autocar 
Co. of this city and will be en- 


gaged in engin- 
eering research, 
it is announced 
officially. 

Scaife was 
formerly with 
the White Motor 
Co. engineering 
department. He 
is a past presi- 
dent of the So- 
ciety of Automo- 
tive Engineers 
and has served 
on more than 
80 of its com- 
mittees. Last year he was made a 
life member of the SAE. 


J. A. Scaife 





PA A Has Three-Point Bien 
To Boost Dealer Profits 


HARRISBURG, Pa.—Follow- 


ing its recent profit survey (see 
ADN, Apr. 11) the Pennsylvania 
Automotive Assn. has drawn up 
a three-point plan to make “profit 
commensurate with risk involved, 
if the factories give the dealer 
enough price group market po- 
tential to balance overhead, capi- 
tal and ability.” 

The three proposals, which 
have been submitted to dealers 
for their opinions, are: 

1 Closer relation between fac- 
tory production and dealer 
stocks to enable the dealer to net 
a reasonable profit return, sug- 
gested at about 5 per cent on new 
car sales only, in the combined 
new and used car departments. 
Factories should give each 
dealer enough real price- 
group potential to balance his 


overhead, capital and ability. The 
PAA points out that it does not 
ask for factory protection of “the 
dumb and_ inefficient—for we 
could not sustain that stand.” The 
association does, however, believe 
that “much wild trading comes 
about because of too much fixed 
dealer overhead expense against 
price-group market potential.” 
3 A factory guarantee for each 

dealer against being disturbed 
for a reasonable period of years 
so long as he does a reasonably 
good sales job and makes a profit 
doing it. The association asks that 
factories do not take away some 
of the dealer market during good 
times, thereby enabling the es- 
tablished dealers to reap profits 
during upswing periods to pre- 
pare them better for a period of 
economic stress. 
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U.S. Truck Company Covers 3, 707,563 Miles in 35 


Operations Show Increase 


Of 20% Over Previous Year 


DETROIT. Compilation just 
completed by the U. S. Truck Co., 
Inc., interstate freight firm which 
serves this and other cities, shows 
that the organizations trucks cov- 
ered 3,707,563 miles during 1935, 
a gain of approximately 20 per 
cent over the previous year. Ton- 
nage hauled in the comparable 
period increased in the same ra- 
tio. The announcement was made 
by Robert F. Jones, general man- 
ager. 

Increases in business made 
during the last few years necessi- 
tated the enlargement of the U. 
S. Truck facilities and the addi- 
tion of units to its hauling équip- 
ment. Only several days ago it 
purchased six large 1936 Dodge 
three-ton tractors, to take care 
of additional heavy hauling, al- 
though it handles all types of 
light and heavy shipments of 
mixed merchandise which goes 
mainly to retail merchants, 
wholesalers and factories in the 
cities on its regular daily routes. 


Cover 50,000 Miles a Year 


Each tractor of the U. S. 
Truck organization covers ap- 
proximately 50,000 miles a year, 
or slightly less than 1,000 miles 
a week. Service to customers ac- 
tually extends over the full 24- 
hour period per day and the com- 


pany prides itself on the fact 
that its doors have not been 
locked in a number of years. 

Since last fall operations have 
been extended as far west as 
Muskegon, Mich., and Milwaukee, 
Wis. Freight on this route is 
shipped by truck to Muskegon 
and then by boat to Milwaukee 
where it is again handled by 
truck for delivery to the custom- 
er. This, of course, is in force 
when navigation season is open. 

Started With Three Trucks 

Formation of the U. S. Truck 
Co., Inc., was effected six years 
ago from a partnership that was 
established Mar. 12, 1920, between 
Norman F. Sauer and Carl W. 
Behrens. When the embryo com- 
pany had completed its first year 
its equipment’ totaled’ three 
trucks. 

Employed at present are 85 
drivers. Strict rules are set up 
by the company and obeyed on 
the honor basis by these men. 
Highway safety is the first re- 
gard when a shipment is in tran- 
sit. The company has a unique 
system of both penalties and 
awards to the men who pilot 
these large motor freight units 
over the long miles to the various 
destinations. 

Hoisted above the office of the 








Oldest Nebraska Truckers 
Say Diversification Pays 


OMAHA, Neb.—-Sixty-four years 
of experience in the transfer and 
trucking business have convinced 
officials of the Omaha Merchants 
Express & Transfer Co. that con- 


sistent profits through both good | 


and lean years are best main- 
tained by a diversification of 
services. Starting back in 1872, 


the Omaha company is the oldest | 
| handle. 


surviving firm of its kind in Ne- 
braska. 


“The secret of making money 
despite a large overhead expense 
during the depression years lies 
in having taken advantage of the 
various unusual possibilities 
which the trucking concern usu- 
ally passes up,” said Arthur W. 
Duffy, president. “For example, 
we have built up our equipment 
to the point where we can handle 
any type of vault or machinery 
moving, heavy hauling and hoist- 
ing, in addition to the general run 
of trucking. 
business began to 
storage facilities so as to get in 
on the ground floor in this profit- 
able phase of the business.” 


The company now has 42 trucks 
and truck-tractors ranging from 
three-quarter to five tons in capa- 
city. Thirty-one of these vehicles 
are Whites, the rest being Fords, 
Chevrolets and Macks. A shuttle 


ADVERTISEMENT 


. 


Editorially unique among 


all major magazines, True | 


Story is geared to concen- 


trate in the Wage Earner | 


market which buys most of 
new passenger cars today. 


When the trucking | 
expand we | 
early acquired truck terminal and | 


| already been purchased 





2 ° : | 
service is a feature of the intra- 


city transfer business, with 30 
LaPiere Model T automatic semi- 
trailers in use. 


and semi-trailers of both the con- 


ventional and underslung types | 
for moving safes and other un- | 


usually heavy or odd-shaped ob- 


jects which the ordinary trucking 


company is not equipped to 


Runs Own Repair Shop 


The company maintains a dis- 
patching office for its own trucks 
in one of the leading railroad 
freight depots. Economies are 
effected by operating its own re- 
pair and blacksmith shops with 
a special department for body 
work, and a paint shop. 

One of the profitable sidelines 
of the business is its work for 
the Universal Carloading com- 
pany. This includes a heavy in- 
terdrayage of freight between 
Omaha and Council Bluffs, just 
across the Missouri River on the 
Iowa side. Service is maintained 
for four leading railroads. 

Pool car shipments are handled 
| for a number of eastern manu- 
facturers. 


Operates Oldest Terminal 


The oldest co-operative truck 
terminal in Omaha is operated 
by the company. It was estab- 


| lished more than 10 years ago. 


Recently the initial quarters were 
outgrown and a new building was 
leased, giving the company 1,200 
square feet of floor space and 
double railroad trackage the en- 
tire length of the block-long 
structure. A covered truck load- 
ing dock is 200 feet long. Fifty- 
seven truck lines use some or all 
of the terminal’s facilities. Dur- 
ing the past nine months more 
than 35,000 tons of merchandise 
were handled through the ter- 
minal. 

Meanwhile, the Omaha com- 
pany has drawn plans for a new 
terminal which will be one of 
the most modern in the middle 
west and for which ground has 
in the 
heart of Omaha’s wholesale dis- 
trict. The truck terminal proper 
will be 138 by 120 feet with two 
stories and basement. 








There are also a | 
number of heavy duty trailers 








INCREASED BUSINESS and an extension of se rvice to other cities caused the U. S. Truck Co., Inc., 


Detroit, to buy six Dodge three-ton tractors, five of which are shown above. 


cipally for heavy duty hauling on long distances. 


building is a safety flag that flies | 


at the top of the staff when the 
company is entirely free from 
mishaps. Should the slightest ac- 
cident occur, 
is duty-bound to report it to his 
superintendent and then go to 
the flag pole and personally low- 
er the flag, 
does not become 
handles it. 
System Cuts Accidents 
The flag remains at half-mast 
during the designated penaliza- 
tion period which must elapse be- 
fore the driver is given a hearing 
before his superiors. 


soiled while he 


If a second mishap occurs while 
the flag is lowered; the 
driver 
additional like period before he 
too can be given a company hear- 
ing. Those whose records during 
the year show no traffic 
tions or accidents are awarded 


* 


the involved driver | 


taking care that it | 


second | 
in question must wait an | 


viola- | 


after the first of 

This system 
for several months 
valuable 


as well as a 


in cash shortly 
the new year. 
been in vogue 
and proving a 

from both a human 
point of view. 


is one 


| dollar 


Seek National Aid 
DENVER. Problem of 
and trucks engaged in 
| state commerce will be laid 
the National Tax Assn. 
ax commissioners of eight 
states decided during the week. 
commissioners, who attend 
meeting here at the of 
| Colorado State Tax Commission, 
unable to devise an equitable method 
of taxing interstate motor carriers 
vecause of the difference in state 
tux laws. 


taxing 
inter 


buses 
western 
the 


request 


at the con 
and 


“The problem discussed 
is nation-wide in 
will require lengthy study,” 
Seaman, chairman of the 
body, said, 


ierence scope 


before 
in October, 


The 
the 


were 


Colorado 


They are to be used prin- 


| Bureau Places 47.000 


has | 





John R.| 


Michiganders in 
DETROIT. More than 47,000 
Michigan men and women re- 
ceived jobs through the National 
Re-employment Service during 
the first quarter of 1936, it was 
revealed this week by Major 
Howard Starret, state re-employ- 
ment director. 

An indication that unem,loy- 
ment in Michigan was decreasing 
was seen in figures showing that 
daily placements during the past 
three months have exceeded daily 
registrations. 


Jobs 


According to Major Starret, in 
January, February and March 40,- 
461 men and women sought em- 
ployment in National Re-employ- 
ment Service offices. During the 
same period the Service placed 


| 47,656 Michigan residents in gov- 


| ernmental 


and private positions. 


* 


WY hy Vash deaters 
REM ALN Nash dealers 


I’ IS NOT SURPRISING, : 
sider the Nash-LaFkayette Franchise, 


that the great 


ers remain 


This Is naturally 


“two-way 
the 


company and 


Every provision in the Nash-LaFayette 


Franchise is calculated to encourage the 


dealer to regard the 


permanent, 


in his community on th: 


majority 


Nash dealers. 


the 
’ loyalty existing 


dealer 


and to establish his business 


Highly 


when you con 


tive 


of Nash deal with 


tory 
with othe 
result of a line 
between the 


organization. 


relationship as on the 
tory 


it basis. Company, 


salable 
prices... 
freedom 
dealers handling 
satisfactory 


adequate profit per car 


aspect of permanence 
connection, 


Kenosha, 


produc ts at competi 


ample, exec/usive terri 


from competition 


the same 


volume with an 


are yust a 


few of the points in the Nash-LaFayette 
Franchise well worth the consideration 


of any dealer who places a high value 


in his fae 
The Nash Motors 


Wisconsin. 


THE NASH-LAFAYETTE 


FRANCHISE 


WASH-BUILT 
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ealer Body 


Being 


Believes Merchants Today 


Must Depend on Selves 


(Continued from 


clared, “the nation’s dealer body | 


consisted of all types and kinds 
of individuals. There was the 
former bicycle dealer, the farm 
implement dealer, the rich man’s 


| merchandising 


son who wanted to play at work- | 


ing, the business adventurer who | 


saw in the then budding industry 
an opportunity for quick riches. 

“During the first 10 years of 
the last quarter century, the 
function of the sincere factory 


executive was to assist the aver- | 


age dealer to stabilize his busi- 


ness, to build up a reputation for | 
. . |a fortune. The dealer who made 


permanence and trustworthiness 
both financial and ehtical. 
“During the next 10 years, the 
chief business of the factory 
executive was to try to induce his 
dealers to run their businesses 





Page 1) 

in accordance with sound and 
proved fundamentals; to change 
the majority of dealerships from 
‘on-the-cuff’ 
effort operated 
with enthusiasm and intelligence. 


Many Cars Popular 
“During both these early pe- 


riods there was a swift rise and | 


and almost as swift decline in 
popularity 
after another. The dealer 
who got a line whose popularity 
endured over a few years made 


a bad guess frequently went 


| down to disaster and defeat. 


“These processes made it dif- 
ficult for manufacturers and 


business to a sound | 


of first one product | 


o— - 


| still into the consciousness of the 
| dealer body the necessity for fol- 
| lowing sound and fundamental 
merchandising practices in their 
businesses. 

“During this same period of 
flux the manufacturing end of our 
industry was going through a 
rigorous process of eliminating 
the unfit. To meet the ever-in- 
creasing public demand in motor 
car transportation, the value of 
organization became increasingly 
apparent. The hastily and inade- 
|} quately financed manufacturer 
| found himself incapable of com- 
petition with those who built 
| soundly and solidly. We all know 
the vast casualties in the manu- 
facturing field. 

“Then came the last five years 


| of the past quarter century, in the 


wake of financial chaos and in 
| the throes of world-wide depres- 
| sion. During this time the extra- 
| ordinary pioneering courage ex- 
hibited previously by the dealer 
| body as a whole, was and had to 


T uxres only one evening newspaper in Baltimore that can give you this 4-out- 

of-5 family coverage—the NEWS-POST. This dominance of circulation represents 

both mass and class—small car buyers and large car buyers—and extends into every 
section of the city. Here are the detailed circulation figures: 

106.829 Home Delivered Circulation—29.000 more than any 

other Baltimore Evening paper. 

169.062 City Zone Circulation—48,000 more than any other 

Baltimore Evening paper. 

183.436 Trading Zone Circulation—52,.000 more than any other 

Baltimore Evening paper. 

200.179 Total Circulation— 61.000 more than any other Balti- 

more Evening paper. 

(Figures from ABC Report—12 months ending September 30, 1935) 
For Sales Results — put the bulk of your schedule in the NEWS-POST 


BALTIMORE 


Baltimore’s Family Newspaper 


Represented Nationally by 
HEARST INTERNATIONAL ADVERTISING SERVICE 
RODNEY E. BOONE, General Manager 


& 


The Baltimore American is your best buy. It, too, 


gives you a plus coverage —circulation over 227,000-—thé 
largest in all the South, and over 30,000 more than any other 


Baltimore Sunday paper. 
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‘Purged’ of Unfit Says Frazer 


be supplemented by the greatest | 


fortitude that has ever been ex- 
hibited in modern business by 
any group of merchants. Then 


became apparent the wisdom of | 


the early educational work of the 
more gtable manufacturers. In 
this period the dealer body of the 
country came, 15 years late, to 
the elimination process through 
which the manufacturing industry 
had already gone. 
Few Were Chosen 

“The production of motor cars 
had settled down to a distinctly 
limited number of manufacturers 
as compared with 10, 15 and 20 
years earlier. The great majority 
of the manufacturers who faced 
the chaos of the depression were 
bulwarked against bad _ times. 
They had learned to co-operate 
in engineering and manufactur- 
ing. I say to you that the Society 
of Automotive Engineers with its 
vast co-operative effort, its spirit 
of mutual helpfulness and fellow- 
ship might well be the pattern 
for the automobile dealer body 
of the country. Here within the 
structure of the automobile in- 
dustry, and in what appears to 
be its most competitive field, is a 
recognition of singleness of pur- 
pose that has manifested itself in 
a co-operation that has changed 
the automobile. from ‘the horse- 
less buggy’ of yesteryear into an 
amazing system of transportation 
that has re-molded both the spirit 
and the physical structure of our 
society. 

“Among the dealers of the 
country there existed at the be- 
ginning of the depression no such 
practical and soundly organized 
co-operation. 

Put Faith in Rules 

“And so as we began to emerge 
from this period of uncertainty 
and disaster, there seemed to 
grow up among the dealer body 
—and it is only humanly natural 
that it should—a feeling that 
there was some mystical answer 
to all of the problems that con- 
fronted it; the feeling that rules 
and regulations might solve the 
used car problem, might insure 
success for the dealer who had 
been able to keep his business 
intact and remain solvent through 
this most disastrous of all busi- 
ness depressions. There was a 


| rush toward regulation; a cry for 


some sort of legislation; a seek- 
ing for a panacea to counteract 


| the fundamental laws of supply 


and demand. 

“But the industry as a whole 
manufacturer and dealer alike 
soon recognized that rules and 


regulations not only could not 
| guarantee business security but 
| could be embraced only by an old | 
}and senile industry. 





could only be successful when 
they shackled initiative and, by 
the restriction of foresight and 
energy and intelligence, reduced 
the soundly established and re- 
sourceful dealer to the level of 
the incompetent. 

“Business is better—business is 
improving—business is booming 

and as it has improved and 
boomed the cries for rules and 
regulations have subsided; the 
dealers who five years ago were 
heeding the fundamental prin- 
ciples of good organization are 
doing the business; and just as 
the unfit manufacturer fell by 
the wayside in years gone by, so 
is the unfit dealer being, elimi- 
nated at the present time. 


Lady Luck Goes Out 

“The old element of chance has 
gone out of the automotive mer- 
chandising business. Today all 
cars which are worth the con- 
sideration of a sound merchan- 
dising organization are good cars 
—the poorest of them so much 
better than the best of 15 or 20 
years ago, that they are miracu- 
lously good. 

“The success of any one of 
these good automobiles becomes 
less and less a matter of physical 
popularity and more and more 
depends upon the efficiency ex- 
hibited in the selling and servic- 
ing of the product in the field. 
The opportunity for success with 
an inefficient dealer operation 
was taken away from the dealer 
body five years ago. With the 
price groupings as closely de- 
fined as they are today, with the 
engineering and manufacturing 
quality of all successful motor 
cars approaching more closely to 
a parity, the success of a selling 
franchise depends upon sound 
initiative, stable organization and 
the application of fundamental 
business principles to every phase 
of the dealership. 

More Chances Now 

“In reality the opportunity for 
a dealer to become successful is 
today greater than ever before. 
In the first place, he is not so 
dependent upon the chance of his 
having made a lucky choice in 
the car that he represents. There 
is possibility for success with a 
number of good accounts. The 
dealer with one of these accounts 
does not have hanging over his 
head the constant danger of 
quick decline in popularity and 
possible obsolescence of his line. 
In the future the success of the 
dealer will depend more and 
more upon the degree of his own 
efficiency rather than upon a 
spectacular and short-lived repu- 
tation of the make of car he 


“For regimentation, regulation, | handles.” 
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SOUTHERN HOTEL 


Baltimore’s Foremost 


; EVERY ROOM WITH BATH OR 


FAMOUS SOUTHERN BAR 


(Wines and Spirits at Popular Prices) 


PRIVATE DINING ROOMS 
OPEN AIR ROOF GARDEN 


Light and Redwood Streets 
BALTIMORE .. MARYLAND 
A.J.FINK.. Managing Director 


y Located in the center of the wholesale and 
y retail districts, theatres and other amusements 


>? PY PP | 


SHOWER \ 


UNUSUAL SAMPLE ROOMS 
DINING ROOMS 


(Table d*Hote and a la Carte Service) 
CAFETERIA 
GARAGE SERVICE 


ally locaied.. 
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Finance Companies Now Under N.Y. Banking Laid 


Must Secure Lender’s License 
And Limit Interest-Charges 


Special to Automotive Daily News) 


ALBANY, N. Y.—tThe Sen- 
ate has passed and sent to the 
Assembly the Burchill bill 


bringing all motor vehicle finance | 
companies under the provisions of | 


the banking law, requiring them 
to be licensed in the same manner 
as licensed lenders, and limiting 
the rate of interest they may 
charge to 6 per cent per annum 
on the average amount of money 
actually loaned. 

At the present time motor ve- 
hicle finance companies are or- 
ganized under the old business 
corporation law or the stock cor- 
poration law and charge whatever 
rate of interest they see fit. They 
are subject to regulation by no 
state agency. Some of the com- 
panies, it is alleged, charged as 
high a rate of interest per annum 
as 42 per cent of the amount of 
money actually loaned, or a little 
more than 3 per cent per month 
on unpaid monthly balances. 


The Burchill bill requires all 
such finance companies to regis- 
ter with the superintendent of 
banks, to pay an investigation fee 
of $100, to have a cash capital of 
at least $100,000, to pay an annual 
license fee of $1,000, to post a 
bond of $20,000 with the superin- 
tendent of banks for the use of 


Start Petition 
For Prohibiting 


Tax Diversion 


LINCOLN, Neb.—Initiative peti- 
tions calling for a vote of the 
people in November on amending 
the state constitution to prohibit 
use of gasoline tax money for 
anything except on highways, 
were started in circulation over 
the state this week. Appearing 
as sponsor is the Nebraska Good 
Roads Assn. Behind this group 
is the Nebraska Highway Users 
Assn., composed of a score of 
associations throughout the state 
having to do with the automobile 
industry. It includes, among others, 
about 2,000 automobile dealers. 


Ned Bailey of Omaha, president 
of the Highway Users Assn. and 
secretary of the Nebraska Auto- 
mobile Dealers Assn., said circu- 
lation of the petitions represented 
the first “real organized step ever 
taken in this state to do some- 
thing for the already over-taxed 
motorist.” 

The present campaign, accord- 
ing to officials, is being directed 
exclusively against what they 
term a diversion of $2,000,000 
since 1933 from gasoline tax 
money. This went chiefly for 
creation of the state aeronautical 
commission, for maintenance of 
county schools and for the state 
social securities act. 


They said their organizations 
did not oppose the recent diver- 
sion of 1 cent per gallon for 
state old age pensions on the 
promise of Governor Cochran 
that it would be only temporary. 


To put the question on the ballot | 
will require 60,000 signatures, so 


distributed as to include 5 per 


cent of the voters in two-fifths of | 


the counties. 


English Branch Ready 


CLEVELAND.—The Eaton Mfg. 
Co., through its new English sub- 
sidiary, British Aero Components, 
Ltd., has entered production of 
sodium cooled valves and other pre- 
cision motor parts at its recently 
established plant in Coventry, Eng. 
The plant will serve the British air- 
craft and automotive industries and 
will be in full swing within a few 
weeks. 
quired for manufacture of valves 
and hydraulic tappets under license 
from the Wilcox-Rich division of 
Eaton is now almost complete. 








Installation of equipment re- | 


the state and of any person or 
persons who may have a cause of 


action against the obligor under | 


the provisions of law. 


The superintendent of banks is | 


to approve the form of contract. 
The contract shall state specifi- 
cally the amount of each instal- 
ment due and the amount of in- 
terest as separate items and the 
total amount of interest collected 
to the maturity of any contract 
shall not exceed 6 per cent per 





—— neem epenenenSREEE 
annum on the average amount of | 


money actually loaned. Any con- 
tract for the loan of money under 
provisions of the act shall con- 
stitute a chose in action so that 


the motor vehicle cannot be seized | 
| save by due process of law. 


The act would go into effect 


July 1, 1936. 


The bill now goes to the lower 


house of the legislature for action. | 


Whether that body will pass it or 
not remains to be seen, but the 
general temper of the legislature 
is that something should be done 
to bring under state regulation 
and control motor vehicle finance 
companies. 


| association has 


Sth Move 


To Protect Law 


MILWAUKEE. — A salesmen’s 
been organized 
here to protect the Sunday clos- 
ing agreement made by dealers. 
Picketing has been resorted to by 
the organization of 400 members 


to convince those dealers who} 


fail to close. 

L. E. Schaefer is president of 
the Automobile Retail Salesmens 
Assn.; Martin Howard, vice-pres- 
ident; Robert Berringer, treas- 
urer, and E. Cc. Gregg, secretary. 


Veteran Dealer Advises 
Selling International Trucks 
along with Cars 


My chief reason for adding the Interna- 
tional Truck line to my automobile sales and one- 
stop service business,” says John H. Kramer, pro- 


prietor of the Kramer Motor Co., 
belief that trucks would 


ee 
was my 


N. J., 


my 


Bayonne, 
increase 


potential profits, especially from October to Febru- 
ary when car sales had been falling off. My experi- 


ence 


shows that belief was sound. 


sales 


Truck 


helped to take up the slack during the winter 
months and to smooth out the sales curve for the 


whole establishment. 


I also believed and have 


proved that additional volume can be realized from 
the trucks with practically no increase in overhead and 


at no sacrifice 


to sales efforts in other departments. 


“...Another thing we have proved is that car 
sales contacts often open the door to truck sales. Our 
average of 400 new and used car sales a year gives us 
400 intimate contacts and I should say at least 25 per 
cent of those owners are users of commercial vehicles 
or associated with concerns whose business requires 
trucks. As long as we keep them satisfied with their 
cars and our service these customers naturally give us 


the preference over outsiders whenever they 


can 


steer a truck sale our way. 


* | .. Pm sold on the value of a combination car and 





Directors are: Albert Eckstein, 
Frank Cavanaugh, Herbert Ehn- 
ert, Charles Tanner, Raymond 
Smith, E. W. McComb, James 
Murphy, Edward Kissling, W. D. 
Bater and Nathan Kahn. 

G. E. Merkle, secretary of the 
Automotive Trades Assn., new car 
dealers’ group, said the closing 
benefited employers and employes 
alike. Dealers report sales leveled 
off during the week as a result 
of the new policy. 


Park-O-Meters Pay 


MIAMI.—Collections from the 409 
Park-O-Meters thus far total 
$8,281.30. 


—From an interview with 


John M. Kramer, Bayonne, N. J., 
in the March issue of MOTOR. 


Joun M. Kramer, who sounds a practical note for car dealers. 


truck sales and service 


business. 


The trucks demand 


sound merchandising methods just as the cars do.” 


* * 


And in a recent letter to us, Mr. Kramer adds: 


* 
“To 


state that we are very happy with our franchise is 
putting it lightly. We are very confident that our sales 
for 1936 will at least double our 1935 output.” 


This advice from a veteran automobile dealer is 
worth your consideration. Investigate the Interna- 
tional Truck franchise and find out for yourself the 
opportunities it provides. Our nearest Company-owned 
branch will be glad to go into details. 


Here Is What International Offers: 


Truck finance plan on both new and used trucks. 


A complete line of trucks from Half-Ton to powerful 
Six-Wheelers. A reputation without equal for quality 


and after-sale service. 


230 International Harvester 


branches offering International dealers the closest pos- 
sible assistance in sales and service. International 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


(Incorporated) 


Largest advertising campaign of any full-line truck 
manufacturer, constantly promoting the sale of Inter- 
nationals in national magazines, newspapers, vocational 
publications, and through direct-mail. 


Chicago, Illinois 


INTERNATIONAL TRUCKS 
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Plymouth Claims World’s Largest Conveyor 


Cross Country System 
Links Three Separate Cities 


DETROIT.— Installation of new 
conveyor equipment in Plymouth 
plants at Detroit, Los Angeles and 
Evansville, Ind., incorporates rail- 
road lines between those cities in- 
to the world’s longest industrial 
conveyor system, says P.v. Sauer- 
brey, vice-president in charge of 
manufacturing for Plymouth. 


can, therefore, be 
more than 3,081 miles, according 
to Sauerbrey. That is the distance 
between Plymouth assembly lines 
in Detroit, Los Angeles and Ev- 
ansville, which are the terminal 
points of the new system. 

The railroad equipment can be 
properly regarded as part of the 
system because the cars are of 
a new type designed to 
Plymouth engines 


ed. 
Completely Mechanical 

Thus, the new system achieves 

completely mechanical 


Filters Rushed 
To Flood Areas 


NEWARK, N. J.— Motor Im- 
provements, Inc., reports that 
Purolator filters and replacement 
cartridges were part of the first 
freight to enter the flood districts 
of Ohio, Pennsylvania, West Vir- 
ginia, New York and the New 
England States. 

Almost before 
sided, service 
and accessory 


the waters sub- 
stations, garages 
shops were re- 


tomers to get their cars again on 
the highways. 

The company, in 
that loss in business 
substantial, sent an 


would be 
immediate 


offer to all distributors in flooded | 


replace 
regular 


sections proposing to 
stocks at one-half the 
prices and to extend 


payment over periods as long as 


ized distributors to make 
same offer to their customers. 


The company stipulated that 
damaged stock must be destroyed 
and factory representatives set 
out at once for the flood centers. 


States Take Notice 
NASHVILLE, Tenn. (UTPS)- 
Warning to other Before 
making automobile tags in the 
shape of the physical outline of the 
state, investigate. E. L. Carraway, 
of Manilla, Ark., has threatened to 
sue Tennessee for violation of a 
patent secured in March, 1922, mak 
ing automobile tags in the shape 
of states. The letter was sent to 
Dancey Fort, commissioner of fi- 

nance and taxation. 


states: 


carry | 

| 
and can be} 
mechanically loaded and unload- | 


convey- 


‘ ] | more 
stocked with Purolator equipment 
and ready to serve the first cus- | 


realization | 


credit for | _ 
'Socony-Vacuum Plans 
six months. The company author- | : 
the | 


ance of Plymouth engines from 
the point of first machining on 
the casting in the Detroit plant, 


to its instaliation in a chassis at | 


the Los Angeles or Evansville 


| plants. 


Previously, the finished engines 
were hauled by tractors to rail- 
road loading docks for rehandling 


| to load in railroad cars. The new 
Total length of this new system | 
considered 


conveyor carries the engine right 
into the car and deposits the en- 
gine in place, where it will stay 
throughout the journey. Similar 
conveyors at the Los Angeles and 
Evansville plants pick up the en- 
gines and carry them direct to 
the chassis for which they were 
destined. 

Savings credited to the new 
method of handling engine ship- 
ments result from elimination of 
previous operation charges of the 
tractor fleet used for hauling, and 


| construction costs of heavy wood- 


en cradles formerly built for 


every engine shipped. 
In Daily Operation 
Early tests of the giant system 


| were a complete success, and the 
| cross-country 


conveyor is now 
in daily operation. The entire sys- 
tem of inside lines and interlock- 


| ing conveyor car equipment was 


designed by, and built under the 
supervision of the Plymouth plant 


| engineering department. 


New lines for carrying engines 
to and from the conveyor cars 
are of the overhead monorail 
chain type. At the main plant in 
Detroit, the new installation has 
a peak load capacity of 383 mo- 


pounds each, or a total weight of 
than a  quarter-million 
pounds. 


Specially constructed 


| built to precision measurements 


for Plymouth engines, are welded 
into the conveyor box cars. The 
racks are formed of 


cradles for the 
en route. 


as 


New $1,500,000 Plant 
OLEAN, N.Y.—Socony-Vacuum 


| Corp. plans to spend about $1,- 
500,000 on a new plant here. The | 


work will take eight months, and 
the plant when finished will em- 





ploy about 200 additional men. 

In 
ind 
will 
tion 


improvements, the company 
build a new solvent extrac- 
plant and install new electri- 


cal equipment to furnish power | 
| of the same quarter in 1935. 


at a cost of $150,000. 

The purpose of the plant is a 
new treatment for removal of 
wax from oils intended for lubri- 
cants. 

! Work is to be started at once. 


tors weighing approximately 750 | 


KENOSHA, Wis. Used car 
inventories in Kenosha generally 





structural | 
| steel angles and plates, to serve 
engine while 


|the outlook for the 


addition to refinery additions | 
|} month. 


|the year 


|}are higher today than at this 


vanlen | time last year, but the demand 
-.-4.|is also higher and a brisk busi- 


ness is being reported in line 


| with an increasing trend of sales 


possibilities, a survey of the 
market here reveals. 


With a score of companies en- 


| gaging in the trafficking in the 


used car market here, all of them 
report a spirit of optimism on 
remaining 
spring period. New car sales 
also are showing a generous rise, 
with the March sales as reported 
by the licensing division of the 
secretary of state’s office indicat- 
ing a 44 per cent increase over 
the same month a year ago, and 
a 78 per cent over the preceding 


For the entire first quarter of 
dealers are reporting 





between 30 to 50 per cent ahead 


Spencer T. Honig, president of 
the Nash-Kenosha Sales Co., re- 
ports his inventory of new cars 
is sufficient only for a two-weeks’ 
| period, and the company is en- 
| deavoring to build up a stock of 


3,000-MILE CONVEYOR LINE. This photograph, taken from the 
inside of a specially constructed railroad conveyor car, shows A. H. 
Patterson, Plymouth works manager, at one of the controls of the 
new engine conveyor system which connects Plymouth assembly lines 
in Evansville, Ind., and Los Angeles with the Detroit plant. As the 
engines come from inside the factory on the monorail conveyor, they 
are picked up by an overhead hoist and carried directly to the car 
on an extension rail which is built into the car itself. On arrival, a 
similar hoist carries them to the final assembly lines. 


Brisk Demand in Kenosha : 


Despite Used Car Stocks 


cars to take care of a large de- 
mand during April and May. 


“A number of the smaller deal- 
ers are giving allowances on used 
ears far beyond their actual 
value,” Honig comments on the 
local situation, “and consequently 
are losing an opportunity to se- 
cure a legitimate profit in their 
new car sales operations. This 
situation is within the control of 
the dealers but a great many 
dealers do not realize that their 
excess allowances and used car 
expense is eating up all of their 
gross profits in their new car 
sales. 

“With prices of new cars at 
such low levels as they are today, 
the necessity for excess trade 
allowances could easily be re- 
moved if dealers would recognize 
the fact that they are in business 
to make money and not just to 
sell automobiles. 

“However, I believe this situa- 
tion will correct itself as un- 
sound operators will soon lose 
their capital investment and will 
not be in a position to function. 
Good dealers who are operating 
on a sound basis will find an op- 
portunity for satisfactory return 


of their investment this year.” 


Installed, then forgotten 


BORG & BECK 
CLUTCHES 


DIVISION OF BORG-WARNER CORPORATION 


| market, 





Connecticut 


Supports Plans 
For World Trade 


NEW YORK.—Benefits received 
from the operation of the 
Administration’s reciprocal tariff 
program in the form of greatly 
increased “visible” and “invisible” 
export markets for their products 
have consolidated sentiment of 
Connecticut business leaders in 
support of plans for the exten- 
sion of the program, George F. 
Bauer, manager of the export de- 
partment of the Automobile Man- 
ufacturers Assn. discloses in his 
report of a trip to the leading 
cities of the state. 

Industrialists and business lead- 
ers of the state recognize that a 
factor in their current prosperity 
has been the increased shipment 
of Connecticut products to coun- 
tries outside of the United States 
made possible by the reciprocal 
tariff program, Bauer reported. 
This applies, he said, not only to 
products like typewriters, refrig- 
erators, radios and canned goods 
which have been exported directly, 
but also to the state’s “invisible” 
exports which consists of products 
manufactured within the _ state 
which are assembled into finished 
products like automobiles in other 
states and subsequently disposed 
of in foreign markets. 

Under the impetus of this grow- 
ing interest in world trade, Con- 
necticut trade associations and 
civic organizations are developing 
plans for meetings to acquaint 
residents of their respective com- 
munities with the importance of 
encouraging foreign trade. 


Deleo-Remy Appoints 


Phelps Sales Manager 


ANDERSON, Ind. — A. G. 
Phelps has been appointed sales 
manager of the Delco-Remy Corp. 

and J. H. Bolles 
has been named 
assistant sales 
manager in 
charge of the 
company’s De- 
troit sales office. 

M. F.. Whitney 
is being trans- 
ferred from the 
engineering de- 
partment here 
to the Detroit 

A. G. Phelps office. 

The appointments were made 
following the retirement of C. Lee 
Harrison, former sales manager. 


12 Packards Shipped 


To Japanese Emperor 
DETROIT. Twelve Packard 
cars, just shipped to Japan are 
destined, according to the Pack- 
ard Motors Export Corp., for the 
Imperial household. All 12 are of 
the large more costly type cars. 
The garage of the Japanese 
Imperial household now houses 
a large fleet of Packards. New 
ears for the palace have been 
ordered in fleets several times 
and many have been delivered 
one or two at a time. 

As a part of the preparations 
for the visit of the Emperor of 
Manchukuo to Japan a year ago 
12 Packards were delivered to the 
Imperial household and a score 
or more to Japanese statesmen 
and other high dignitaries of the 
country. The Emperor of Man- 
chukuo himself has 12 Packards. 


Argentina Sales Up 

WASHINGTON. — With the 
United States still dominating the 
imports of motor vehicles 
into Argentina increased sharply in 
the first two months of this year as 
compared with the corresponding 
period of 1935, the Commerce De- 
partment was advised this week by 
the American consulate-general at 
Buenos Aires. Receipts of passenger 
automobiles and trucks last January 
and February totaled 3,978 units, 
against 2,828 units last year, an in- 
crease of approximately 41 per cent. 
Of the 1936 total, 2,375, or 60 per 
cent, were passenger cars. 
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Completely Equipped Camps Boost Trailer Travel 


Moneyed People Enter Ranks Palace Travel Coach’s 


With Factory Built Jobs 


DETROIT.—With trailer build- | 
ers reporting growing lists 
dealers and increased sales, there 
is a noticeable trend to factory- 
built units in favor of the home- 
assembled jobs of 
ago. 

The summer reunion of the 
trailer associations at Sandusky, 
O., Aug. 3 to 17, Trailer Travel 
points out in its March-April 
issue, will probably bring  to- 
gether the largest group of rep- 
resentative factory - built trailers 
ever seen. 


People of means are purchasing 
the more luxurious jobs, the arti- 
cle says, and with this comes the 
development of better type camps 
offering wide accommodations. 

One camp, in Los Angeles, has 
brick walls 20 to 30 feet apart to 
insure privacy. This camp also 
provides individual bath and sani- 
tary facilities, private laundry, 
early morning ne of milk, 


Camping Trailer 


On Single Wheel 
Folds into Box 


DETROIT. — The Mono-Wheel 
Trailer Co., manufacturer of sin- 
gle wheel utility trailers, has just 
announced a new line of camping 
trailers mounted on the single 
reversible wheel chassis. 


The trailer is of the collapsible 
canvas type which folds into a 
box body when on the road. When 
ready for camp, the sides of the 
box let down to the chassis level, 
forming a floor six feet, six inches 
long by eight feet wide. The tent 
which rises as the sides of the 
box are let down gives nearly sev- 
en feet head room. 


The new job accommodates two 
to four persons. 


and the door entrance is closed 
by zipper fasteners. Equipment 
runs from folding cots and tables 
to a folding stove and chairs. 
When traveling, 
and trailer weighs 400 pounds. It 
is covered with a tarpaulin. Vis- 
ion through the rear window of 
the car is possible at all times. 


Sales of the utility 800 pounds | 


capacity job are reported to have 
increased 30 per cent during 
March through the enlistment of 
automobile dealers from all sec- 
tions of the country. 


Road Ba OK’ed 


MINNEAPOLIS, Minn. 


of | ing paper is provided. 


: | showers, 
a short time | 


Screened win- | 
dows are located on three sides | 


the equipment | 


Word has | 


been received from Washington that | 


Senator Elmer A. Benson’s bill per- 
mitting certain counties in northern 
Minnesota to borrow from the Re- 
construction Finance Corp. for road 
maintenance work, has been approved 
by-> a committee. 

The 
deficiencies for road maintenance. 
———————————— 


BODY TRIM EXPERT 
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manufacturer desirous of 
his forthcoming 
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making 
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investigate 
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Thoroughly 
position in 
department. 


this man. 
capable of filling any 
body Has en- 
viable record with America’s fore- 


your 


most custom builders and manu- 
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ence. Peculiar circumstances ne- 
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HE’LL PROVE 
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cessitate new 
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Center Bldg., 
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you 
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Daily 
Detroit. 


ee 


Also European experi- 


1099, | 
New | 


bill is aimed at relieving tax | 


| 


models | 





butter and eggs. Even the morn- | 


Camps in nearly all states fea- | 
ture electricity, pure water, | 
dancing floors, ovens, 
cafeterias and_ sports. 
even have medical and} 
dental assistance. Almost all 
have playgrounds for children. 
Rates average about $1.50 to $2) 
a week. 


beaches 
Some 


With the stimulus given the | 
trailer industry by the erection 
of modern camps with complete 
facilities, 1936 appears to be a 
year which will see thousands of | 
drivers taking condensed homes | 
with them for their summer vaca- | 
tions and this coming winter will | 
probably see many in the south. 


Fe pruary te 
yispose | time Febru P ee 
R. L. ¥° 


| Palace 
| Flint 


DETROIT. — Oversubscription 
| of the entire available amount of 
$1 par value common 
Travel Coach Corp. of 
announced by Fred C. 
Anger of R. W. Reilly & Co., 


is 


| members of Detroit Stock Ex- 


change, who distributed the issue. 


stock of | 


capacity on a daily overtime bas- 
| is. Net proceeds of this issue are 
Issue Oversubscribed | 


being used principally 
more 
creased pay rolls. 
mobile business, 
the 


to buy 


Like the auto- 
it is pointed out, 
trailer coach manufacturing 


| industry operates on a cash de- 
| livery basis. 


The Palace Corp. manufactur- | 
ers both passenger and commer- | 
| cial trailer coaches, which are de- | 


signed and built by experienced 
automobile body makers. On Apr. 
1, the concern had already booked 


| orders for more of its products 


than its manufacturing facilities 
could produce in the required 


| Salles and 12 for Cadillacs. 


time, officials declared. As a con- | 


sequence, the plant has taken 
over large additional manufactur- 
ing space, and is operating at top 


Los Angeles GM Show 
Has 369 Sales in 4 Days 
LOS ANGELES. 


eral Motors Spring Show here, 369 
actual sales were rung up. Of 
these, 147 were for Chevrolet; 
for Pontiacs; 
61 for new Buicks; three for La- 
attendance at the show to date 
according to 
general sales manager, 
reached 43,000 people. 


has | 


raw materials and for in- | 


During the | 
first four days of the current Gen- | 


49 | 
97 for Oldsmobiles; | 


Total | 
| sentiment 
Harold Utsschig, | 


Steel Operations Up 
To 701% % of Capacity 

YOUNGSTOWN, O.—Contra- 
dicting predictions that operations 
would begin to level off the steel 
industry, this week staged another 
brilliant advance, a survey dis- 
closed Monday. 

Fresh commitments for iron and 
steel, mainly from automobile 
manufacturers and railroads, have 
taken up some of the recent slack 
in new buying, with the result 
that steel works operations this 
week rose four points to 70% per 
cent of capacity. 

Perhaps more significant even 
than the rise in operations rate 
is the fact that the industry now 
expects a sustained volume of 
business. Demonstrating this new 
is the resumption of 
seven blast furnaces this week, 
more than for all of March, and 


| preparations for r roligutmag more. 


“Trucks Set 
All-Time Record” 


ays Detroit limes 


4 


The market for trucks—and the opportuni- 


ties for dealers handling trucks— are bigger 


than ever before in the history of the indus- 


try! And Federal dealers have everything 


they need to get volume in this truck 


market. Here are some of the reasons why: 


1 A complete line of trucks from % to 712 tons 
and Federal-built cabs and bodies to meet 
exactly the needs of every prospect. 


2 Genuine all-truck construction in every model; 
custom-built truck quality at lowest prices in 


Federal history! 


3 The most economical trucks any dealer can 
offer his prospect; trucks that combine low fuel 
consumption, low upkeep, and long life; trucks 


that stay on the job 


and out of the repair shop. 


4 The most beautiful line of trucks Federal has 
ever built! Just the kind of outward appearance 
which today’s truck buyers are demanding. 


5 The backing and reputation of a manufacturer 
that is second to none from the standpoint of 
financial strength and experience—a firm that 
has been building trucks exclusively for more 


than twenty-six years. 


6 Consistent advertising support — including 
full pages in The Saturday Evening Post. 


7 And now—a sensational new light duty 
Federal—the 4 cylinder, 4-1 ton model 10, standard 
chassis priced at $545 F.O.B. Detroit. Available in 
3 wheelbase lengths and with 5 low priced popu- 
lar types of standard bodies. This truck offers 
low first cost, low fuel consumption, low upkeep 
—things that every user wants. It opens up a big 
new and profitable market for Federal dealers. 


The future of highway transportation and of the motor truck dealer is absolutely assured; 
the market for motor trucks is a permanent market and represents a demand which 
is bound to increase for years to come. We shall be glad to furnish information 
about the profit making possibilities presented by the Federal dealer franchise. 


FEDERAL MOTOR TRUCK COMPANY 


FEDERAL TRUCKS 


DETROIT 
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Portof Entry Laws I 
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mpede Free Flow of Commerce 


AMA Official Says Bills 


Are Costly and Injure Trade 


NEW YORK—Motor truck port 
of entry laws constitute nuisance 
legislation working against a free 
flow of commerce over the high- 
ways and impairing friendly rela- 
tions between states, according to 
a statement released by the Mo- 
tor Truck committee of the Auto- 
mobile Manufacturers Assn. 


“The port of entry plan which 
provides for detention of out-of- 
state motor trucks at state bor- 
ders for collection of a milage tax 
resembles customs laws govern- 
ing foreign trade,” declared Arth- 
ur C. Butler, secretary of the| 
Motor Truck committee. 


Ports of Entry Costly 

“After careful study of this 
plan, the Motor Truck committee 
has found that ports of entry are 
more costly than is warranted by 
results obtained through their 
operation. While seemingly di- 
rected at motor truck operators 
they strike at industrial and agri- 
cultural shippers. 

“A port of entry measure now 
pending in New Jersey is de- 
signed as a means of obtaining 
an estimated revenue of $5,000,- 
000 for relief purposes. 

“If port of entry laws are ap- 


entry plan in New Jersey would 





plied in states where traffic is not 
dense, the opposition to them may 
not be so great but since adoption 
of these laws sows the seed for 
retaliation by neighboring states, 
it is not difficult to visualize the 
handicaps that would confront 
shippers in moving commodities 
over highways from Connecticut 


Truckers Told 
Va. Requirement 


RICHMOND, Va. (UTPS).— | 
Warning has been issued by the 
Virginia alcoholic beverage con- 
trol board here that the regula- 
tions adopted by the board on 
Apr. 10 in regard to the transpor- | 
tation of beer, wine and distilled 
spirits into, through, within and | 
out of the state of Virginia will 
be enforced strictly. 

Notice was also served to car- | 
riers using motor vehicles that 
they must give the following in- 
formation before their trucks will | 
be permitted to transport alco- | 
holic beverages: 

Truck numbers and motor se- | 
rial numbers of each truck to be | 
used in the transportation of al- 
coholic beverages. 

A list showing truck numbers, | 
motor serial numbers and motor | 
license numbers (together with | 
the name of the State issuing the | 
same), at once, and new lists | 
yearly, or as changes, deletions or | 
additions are made. 

A signed statement that all of | 
the trucks listed are registered in | 
the name of the bonded carrier. 





ADVERTISEMENT 


| the 


through New York, New Jersey 
and Pennsylvania to Delaware. 


Would Choke Roads 

“Traffic at the Holland Tunnel 
and other inroads to New Jersey 
would be choked up in a bottle- 
neck 24 hours daily if trucks are 
detained and drivers required to 
declare their cargo and destina- 
tion. 

“An extensive traffic survey by 
the U. S. Bureau of Public Roads 
indicates that a million vehicles 
enter and leave New Jersey at 24 
points each week. Of these, 122,- 
499 are motor trucks. 


“In other words, the port of 
involve the checking of about 17,- 
452 motor trucks daily, not to 
mention the number of times 
these trucks would be stopped at 
borders of other states that adopt 
similar statutes in retaliation.” 


C. E. Jarchow Becomes 


Harvester Comptroller 


CHICAGO.—C. E. Jarchow -has 
been elected comptroller of the 
International Harvester Co. to fill 

the vacancy 
created by the 
recent death of 
William P. Kel- 
ley. 
Jarchow 
entered the 
Harvester com- 
pany’s service 
22 years ago as| 
member of the 
accounting 
staff. He carried 

C. E. Jarchow  oyt many spe- 
cial accounting assignments 
which brought him into contact 
with the diversified sections of 
the business and the many 
branches. 

In 1920 Jarchow was appointed 
general auditor and in 1927 he 
was made assistant comptroller 








STUDEBAKER DELIVERED 85 of these new cab-forward trucks to the Keeshin Motor Express 


Co., Inc., Chicago. 
truck division this year. 


for semi-trailer refrigerator service. 


Winners in Sales Contest 


Announced by Fisher Body 


DETROIT.—Winners of a $3,700 
question and answer’ contest 
climaxing a program designed to 
increase the efficiency of sales- 
men employed by General Motors 
car dealers in the United States 
have been announced by William 
S. McLean, director of advertising 
for Fisher Body. Twenty - six 
thousand participated. 

Two thousand dollars in cash 
prizes posted by the body-build- 
ing division of the corporation, 
sponsor of the campaign which 
emphasized such features as the 
solid steel “turret top” and 
Fisher no-draft ventilation, and 
the $1,700 in awards offered by 
the General Motors passenger 
car divisions are now being dis- 
tributed. 

Five direct mail pieces and a 
new thumb-indexed sales manual 
prepared those enrolling in the 
competition for the questionnaire 
that followed. Answers given to 
the 32 questions contained in the 
latter, which covers the various 
sales points of the solid steel 
“turret top” body by Fisher, de- 





and given charge of general ac- 
counting and accounting depart- | 
ment affairs relating to raw ma- 
terial properties. 


termined the winners. 
McLean and the general sales 


|}managers of the passenger car 


divisions formed the board of 


ATA Visions Precedent 


Set by Truck Victory 


WASHINGTON, The Amer- | 


| ican Trucking Assns., Inc., this | 


week hailed as victory for the | 
motor truck industry a reverse | 
suffered by the Pennsylvania rail- | 
road before the Interstate Com- | 


merce Commission in its effort to | 
acquire a truck freight line. A re- | 
port filed by J. Edward Davey, | 


chief, section of finance, Bureau 
of Motor Carriers, I.C.C., recom- 


| mended that the application of 


Pennsylvania Truck Lines., Inc., 
a Pennsy subsidiary, to purchase 
Chicago - Cincinnati 
Freight Lines be denied. His find- 


|} ing was that the acquisition 


ATA Files Brief 


After you blanket the men 
who read the weeklies, add 
True Story to do the 
“‘weekly job’’ among the 
men in the True Story 
families—who seldom read 
other major magazines. 


Against 30 R.R.’s. 


WASHINGTON. — A brief op- | 
posing the application of a group 
of 30 eastern railroads for modi- 
fication by the Interstate Com- | 
merce Commission of its suspen- 
sion of their pickup and delivery 
application has been filed by the | 
American Trucking Assns., Inc. 

The railroads had sought per- 
mission to put tariffs in effect on 
short notice, without the five 
cents per 100 pounds “rebate” fea- 
ture. ATA charged the rail peti- 
tion was nothing more than a 


Motor | 





subterfuge to “circumvent and 
avoid prohibited practices.” 


“would not be in the public in- 
terest.” 

ATA’s enthusiasm results from 
the fact that such reports usually 
are accepted by the full commis- 
sion and inasmuch as this ap- 
plication was the first to be acted 
upon by the bureau it feels an 
important precedent against gob- 
ling of truck lines by railroads 
has been set. 


The applicant, to 


according 








| 


judges. They are, vice-president 
W. E. Holler, of Chevrolet; vice- 
president C. P. Simpson, of Pon- 
tiac; vice-president D. E. Ralston, 
Oldsmobile; vice-president W. F. 
Hufstader, Buick; and D. E. 
Ahrens, of Cadillac. 

Harry O. Foster, of the Pyra- 
mid Chevrolet Co., Charlotte, N. 
C., took the first Fisher Body 
prize of $500 in cash and likewise 
the first Chevrolet award of $100. 
The second Fisher award of $300 
and the $100 first prize posted by 
the Buick Motor Co. is going to 
Robert H. McMahon, of the Dan- 
ner Buick Co., at Marion, O. A 
Pontiac salesman, Augustus B. 
Treman, of J. G. Pritchard & 
Son, Ithaca, N. Y., garnered third 
place and the $200 Fisher Body 
prize, as well as $100 for winning 
first place in his division. 

Twenty $50 prizes were offered 
the runners-up in the competition 
by the body-building organization. 
These men, with the positions 
taken in their respective divi- 
sions, are E. E. Williamson of 
James V. Hough, Glendale, Calif., 
Chevrolet second; W. J. Twaddle, 
Groton Auto and Tractor Co., 
Groton, S. D., Chevrolet third; 
John K. Stull, Belair Road Chev- 
rolet Co., Baltimore, Mr., Chevro- 
let fourth; E. K. Johnson, Bryant 
Chevrolet Sales, Levington, IIL, 
Chevrolet fifth. 


W. Alvan Coon, Community 


Motors, Chicago, Pontiac second; 


Fred L. Bentley, Motor Sales Co., 
Oaklyn, N. J., Pontiac third; F. 
P. Coan, Alsop Motor Co., Inc., 
Richmond, Va., Pontiac fourth; 
Alvin E. Eschborn, Biggers-Pon- 
tiac, Inc., Buffalo, N. Y., Pontiac 
fifth; Thomas T. O’Brien, Lansing 
Oldsmobile Co., Lansing, Mich., 
Olds first; Ed Vachreau, Feld- 
meier Motor Co., Wausau, Wis., 
Olds second; John H. Buckbee, 


| jr.. Bronx Boulevard Garage, Inc., 


Davey’s report, “does not intend | 


to add new or different equipment 


dor, and * * * does not plan to 


New York City, Olds third. 
Orville C. Hostetler, Oliver B. 


| McCrory, Inc., Terre Haute, Ind., 
to that now utilized by the ven- | 
| Cadillac Motor Car Co., Chicago, 


alter the present method of oper- | 


ating the property to be ac- 
quired.” 
vania company stated it had no 


definite plans other than to oper- 


| ate the truck company as it was 


being operated, the report dis- 
closed. 

“The fears of some truck oper- 
ators and shippers that the Motor 
Carrier Act will function to give 
the railroads an opportunity to 
gain control of highway transpor- 
tation may be unfounded,” it was 
stated by ATA. “An interpretation 
has been placed on section 213 of 
the Act which may prove a 
stumbling block to the truck pro- 
gram of certain railroads—proof 
must be produced that the con- 
templated acquisition will ‘pro- 
mote the public interest.’” 


| Northwest 
Moreover the Pennsyl- | 


| Co., 





Olds fourth; R. E. Schreffler, 
Harold W. Grass], 
Auto Co., Chicago, 
Buick second; Edward C. Brinker, 
Westmorel and Motor Car Co., 
Greensburg, Pa., Buick third; W. 
D. Johansen, Howard Automobile 
Berkeley, Calif., Buick 
fourth; Val J. Burke, Paulsen- 
Gibson, Inc., Glendale, Calif., 
Buick fifth; William Madison, 
Cadillac Motor Car Co., Oak Park, 
Ill., Cadillac first; I. G. McNiece, 
Oliver Cadillac Co., 4100 Laclede 
ave., St. Louis, Mo., Cadillac sec- 
ond; and H. A. Stone, Dan Lee, 
Inc., Pasadena, Calif., Cadillac 
third. ° 

Winners of divisional awards 
who did not participate in the 
Fisher Body prizes include 29 
Chevrolet, 14 Pontiac, 14 Oldsmo- 
bile, 7 Buick and 11 Cadillac-La- 
Salle salesmen. 


Olds fifth; 





The sale was one of the largest single orders for this model received by Studebaker’s 
The trucking company purchased 25 114-2-ton trucks and 60 2-3-ton tractors 


Linderman Devices, Ince. 


Introduce New Guarantee 


DETROIT.—An_ unconditional 
warranty for its brakes during 
the life of the vehicles on which 
they are installed has been an- 
nounced by Linderman Devices, 
Inc. The warranty calls for fur- 
nishing the original purchaser of 
these brakes without charge, any 
service parts that might be re- 
quired as a result of failure in 
operation. 

This announcement comes on 
top of a similar recent announce- 
ment in which the Linderman Co. 
guaranteed to insure operators 
tripled lining life, with its brakes 
as compared with other types 
under similar conditions, irrespec- 
tive of the type of vehicle or the 
service to which it is subjected. 


Republic Buys Niles 
YOUNGSTOWN, 0O.—Republic 
Steel Corp. has acquired all the 
stocks and bonds of the Niles Steel 
Products Co. and in the future will 
operate it as a wholly owned sub- 
sidiary. 


Coming Events 


APRIL 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. S. Chamber of Com- 
merce Annual Meeting. 
MAY 
May —Paris, France. Foire de Paris. 
May —Oslo, Norway. Auto Show. 
2-ti—Zagreb, Yugoslavia. Auto Show. 
4-9—Detroit. American Foundrymen’s Assn., 
40th annual convention. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
16-23—Tulsa, Okla. International 
Exposition and Congress. 
20-21—Cleveland. National Battery 
Assn., spring convention 
28—New York. American Iron and Steel 
Institute, annual meeting. Waldorf As- 
storia 
30—Indiananolis. Annual 590-mile race. 
30-June 14—Katowicz, Poland. Auto Show. 
3i-June 6—White Sulphur Springs, W. Va. 
Meeting. 
JUNE 
1-4—Cincinnati, Automotive Engine Rebuild- 
ers’ Convention. 
Texas Centennial Exposi- 


Petroleum 


Mfrs. 


SAE Summer 


29—Dallas. 
tion 
27-Oct. 4—Cleveland. Great Lakes Exposition. 
29-July 3—Atlantic City. American Society for 
Testing Materials, annual meeting. Chal- 
fonte-Haddon Hall. 
SEPTEMBER 
7-12—Pittsburgh. American Chemical 
ciety, semi-annual meeting. 
OCTOBER 
Automobile salon. 
Automobile race, Roose- 


6-Nov. 


So- 


1-1t—Paris, 
12—Mineola, L. 1. 

velt Field 

15-24—London. Thirtieth International 
tomobile Exposition. Olympia. 

19-23—Cleveland. American Society for Met- 
als, 18th national Metal Congress and 
Exposition. Exposition Hall. 


NOVEMBER 

9-12—Chicago. American Petroleum Institute, 

17th annual meeting. 
11-18—New York. Automobile 

Central Palace. 
*14-20—Columbus. Automobile show. 
14-21—Chicago. Automobile show. 
*14-21—Detroit. Automobile show. 

Nov. 21-28.) 
14-22—Los Angeles. Auto show. 
*15-21—St. Louis. Automobile show. 
*15-23—Cincinnati. Automobile show. 
*21-28—Baltimore. Automobile show. 
21-28—Cleveland. Automobile show. 
*21-28—Brooklyn. Automobile show. 
*21-28—Milwaukee, Automobile show. 
*21-28—Buffalo. Automobile show. 
*21-28—Washington. Automobile show. 
*21-28—Pittsburgh. Automobile show. 
*21-29—Kansas City. Automobile show. 
*30-Dec. 5—Peoria. Automobile show. 
*30-Dec, 5—Philadeiphia. Automobile show. 

DECEMBER 

9-13—Chicago. ASI show. Navy Pier. 
“Tentative. 


Au- 


show. Grand 


(Possibly 
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Chris 
Sinsabaugh 


(Continued from Page 14) 


Sunday automobile sections is 
practically won. Mebbe this col- 
umn helped a bit in bringing 
this about. Modestly, I claim 
some credit now that I hear that 
just about the last objector has | 
been won over. 


The support of these automo- 
bile sections by advertisers of 
motoring products is essential if 
those sections are to carry on 
the good work of enthusing car 
owners over touring. That this 
getting out into the country in 
your automobile and going places | 
is largely responsible for the de- 
velopment of California’s hinter- 
land is undeniable and I guess 
the industry is getting around to | 
appreciating this fact. 

+ * + 


WHILE ON THE SUBJECT, it | 
will not hurt to bring out an ad- 





ditional asset of the automobile year 1935, in the opinion of quart- 


section, taken from the letter of 
Hal Tuttle, president of the Los | 
Angeles Motor Car Dealers Assn. | 
and general 


California. Tuttle writes: 


“There is no doubt in our minds | 


in Southern California that the 
sections are an asset to the in- 
dustry and are a big factor in 
furthering not only the sale of 


cars, but in many cases where | 


propaganda beneficial to the in- 
dustry is essential. 

“For instance, we are carrying 
on a very aggressive safety cam- 
paign in Los Angeles now, or, I 
should say, some railroad propa- 
ganda under the guise of a safety 
campaign. I am confident that 
much of the adverse criticism 
being released is being done 
through the railroads, and their 
radio broadcasts, ‘Death on the 


Highways,’ are truly unfair to | 


the automobile industry. 
“Naturally, when we have in 


Bad Weather 
Reflected By 
February Sales 





WASHINGTON, — Federal tax 
collections in all six classifications 
of automotive products dropped 
last month from the totals of | 
March last year, according to sta- 
tistics made available this wee? 
by the Bureau of Internal Reve- 
nue, Treasury Department. Col- 
lections on automobile and motor- 
cycles fell from $6,737,467 to $2,- 
522,938; on gasoline, from $10,109,- 
792 to $8,838,869; on lubricating 
oils, from $1,996,970 to $1,393,367; 


the automobile section an open 
channel to present properly hand- 
led publicity articles, the facts 
show that about two-thirds of 
the fatalities which occur on our 
Southern California roads are due 


|to careless pedestrians, and that 


actually car to car accidents are 
greatly in the minority, so we 
can do a lot to offset the vicious 
attacks which are being made on 
the industry by the railroad in- 
terests under the altruistic guise 
of safety.” 


'Fry Products Tops 


1935 Sales Volume 
DETROIT. Total sales of Fry 
Products, Inc., manufacturers of 
automobile seat covers and kin- 
dred lines, for the first seven 
months of 1936 appear likely to 
top the aggregate for the entire 


ROBERTSON ae Se ad 
RY 


a 28 - : 


A GOOD LOOKING TRUCK is one of the best ads. Robertson’s Laundry, Sault Ste. Marie, Mich., 
use the sides of their Federal Model 10 to get over their message. On the right side appears an Indian 
chieftain and an Indian scene which is tied up with the text, “Chief Aid to the Housewife.” On the left 
side of the truck “Thrifty Washings” are portrayed with a Scotchman in full dress, a bag-piper and a 
Cairn terrier. The back of the truck has Indian sym bols with this message: “I want to have you as one 


of my laundry customers.” James 


ers close to the company. These 
forecasts are based on first | 
quarter actual production plus 
unfilled orders on books of the} 
company at the beginning of the| 
second quarter, which together | 
topped 1934 entire production by 
a comfortable margin. | 


Robertson. 


| share in all of 1935, based on pres-| for Fry seat covers at a rate 


ent 75,000 outstanding and author-| which gives promise of 1936 gross 


| ized shares of common stock, the| business more than double that of 


company’s sole capital liability.| 1935, when sales aggregated some 
Preferred was retired by proceeds | $400,000. This trend leads to fore- 
of recent stock sale. casts of probable earnings of 
Two of the largest automobile} around 85 cents to $1 a share for 
manufacturers have placed orders | 1936. 


manager of the | 
Buick distributorship in Southern | 





on tires, from $1,817,757 to $1,316,- 
681; on trucks, from $982,779 to | 
$434,118. 

Extremely bad weather prevail- | 
ing all over the United States in| 
February, which reduced use of 
motor vehicles, is blamed for the 
heavy losses in revenue for that | 
month. 


[As Others Sex It 


(Continued from Page 6) 

gain is in my opinion merely a| 
measure of self-defense. 

Dealers and salesmen have only | 
themselves to blame, for the aver- | 
age buyer knows that he is com- 
pletely ignored after he buys a} 
car. If the buyer could depend | 
on the seller to look after his| 
interests, instead of being abso-| 
lutely indifferent, the seller would | 
acquire a permanent customer. 


In 10 years I have purchased 
five cars, and never twice from | 
the same dealer. Goodwill, per- | 
haps, is something too intonginie | 
for dealer or salesman considera- 
tion. I would welcome the time | 
when the dealer exhibits the same 
cordial interest in the customer 
after the sale as he does before 
the sale—Henry Weiss, Detroit, 
in a letter to the Detroit News. 


Fry products earned 33 cents a 


PULLS LIKE A LOCOMOTIVE ! 


And a Sure ”Profit-Puller”’ in Sales 


Reo Speedwagons and Trucks range from 4 to 
4-6 tons. Prices from $445 up, chassis f. o. b, Lans- 
ing, plus tax. *44-Ton Chassis f. o. b, Lansing, 
plus tax. 


ou can take the word of truck- 

owners who have invested 
millions in Reo equipment that 
Reo trucks pay their way every 
day and every month. These own- 
ers know from experience that Reo 
trucks have no equal for rugged 
dependability for profitable pay- 
load hauling—for endurance— for 
sheer pulling power that makes 
light of the toughest tasks and the 
roughest roads! 7 


Naturally the truck that serves 
owners best, pays bigger dividends 
to truck dealers. Especially is this 
true of the new 1936 Reos. Reo 
has equipped these great new 
models with real truck power 
plants—the famous Reo Gold 
Crown and Silver Crown truck en- 
gines. Money-savers, these motors. 


They use less gas—less oil—per- 
form better. And they stay on the 
road—out of the repair shop! 


Reo dealers’ sales already point to 
1936 as one of the greatest truck 
years in history. Count yourself in 
on this exceptional sales opportu- 
nity with the greatest truck line 
ever built in Reo’s 30 years of 
manufacturing. 


You'll find every worthwhile sell- 
ing point in the new Reos. Sturdy, 
7-bearing crankshafts on all heavy- 
duty models. Sealed hydraulic 


| 


“You need real power—stamina 
rug dependability for 
eee pay-load hauling! 
You'd hardly expect it from a 
passenger-car engine. Get a 
tough truck motor designed, 
engineered, and built for the 
job. Get a new 1936 Reo — 
with one of the sturdiest, 
most capable truck engines 
ever built for commercial serv- 
ice. A he-man truck with a he- 
man motor— built to ‘take it’!”’ 


brakes. Extra heavy frames. And 
in many models, 2-speed rear axles, 
5-speed transmissions and double 
reduction axles are optional at 
slight extra cost. 


Coupled with the new Reo Flying 
Cloud—America’s Finest Six— 
the Reo truck and passenger car fran- 
chise offers a dual profit opportu- 
nity without a parallel. Write or 
wire immediately for full informa- 
tion on the Reo exclusive territory 
arrangement. Address: 


REO MOTOR CAR COMPANY 
LANSING, MICHIGAN 


SPEEDWAGONS 


AND TRUCKS 





(Continued from Page 


give the city an annual payroll 
of between 10 and 12 millions of 
dollars annually, included a pro- 
jection by the speaker, who stated 
that 1936 looks so good that the 
corporation expects to market 
close to 2,000,000 cars and trucks 
this year; that at the present time 
the corporation is paying 5 per 
cent higher wages to its employes 
than ever before; that in March 
the corporation almost reached an 
all-time high in the matter of 
sales and that “it is highly pos- 
sible that we will reach that peak 
in April.” 

Introduced by Chairman Sy- 
mons of the Chamber of Com- 
merce, Sloan opened his address 
with an expression of the grati- 
tude he and his associates felt at 
being invited to attend the 
luncheon. 


Spreading Activity 

“We are partners in a very 
large enterprise,” he added. “We 
have found that as we prosper 
you in Saginaw prosper; as we 
go down in adversity, you go 
down too. We want to be good 
neighbors and we want at all 
times to do our part in the com- 
munity. We want to carry our 
share of the burdens insofar as 
we are able, and we ask you to 
do your part also.” 

Declaring there had been con- 
siderable criticism, and some of 
it just, against big business for 
too great centralization Sloan 
asserted much can be done, and 
is being done, by big business to 
distribute its activities among 
smaller communties. 

“In passing from times of pros- 
perity to periods of depression, 
decentralization divides the load 
that communities must bear and 
brings it down closer to the soil,” 
he said. “We propose to pick out 
communities, in our future ex- 
pansion, which have the right 
kind of atmosphere, the right 
kind of government, the right 
kind of approach to labor. 


Production Good 


“Production is going very well, 
indeed, especially in view of the 
reductions forced during the past 
several years. In 1935, for in- 
stance, production was 70 per cent 
of maximum. In 1932 the lowest 
point, 30 per cent of maximum, 
was reached. 

“It’s hard to tell about 1936, be- 
cause the industry’s manufactur- 
ing year has changed its start 
from Jan. 1 to Nov. 1. We are 
highly gratified at our spring 
business, however. We expected 
that buying of November and De- 


of the normal spring increase, but 
that is not so. 


it is highly possible that we will 
reach that peak for April. 





In March we near- | 
ly reached an all-time record, and | 





’ | Massachusetts 
cember would mean curtailment | 
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Reais Predicts 2 ,000, 000 GM Units in 1936 


April Picked as Peak 
Month for Production 


1) 


it looks as if the year of 1936 will 
result in our corporation’s coming 
close to a new record of 2,000,000 
automobiles—and that’s a lot of 
automobiles. 


“It is interesting, too, to note— 
I wish it were more generally ap- 
preciated—the automobile indus- 
try’s comeback in countries other 
than the United States. In Eng- 
land production in 1933, 1934 and 
1935 set consecutive records. Even 
in Germany, harder hit by the 
depression, more automobiles 
were sold in 1935 than ever be- 
fore in history. Conditions are 
similar in other countries out- 
side of Europe, too.” 


Then Sloan turned his atten- 
tion to the future, with the state- 
ment he feels considerable con- 
fidence, but cautions careful prog- 
ress. 

Caution Needed 

“Beginning in 1932, I believe 
we safely can say that the wave 
of recovery has been rolling up. 
It has continued so far in 1936 
and should continue into 1937, for 
I believe it has gained such mo- 
mentum as to enable it to over- 
come the evil influences of poli- 
tics in this presidential election 
year. Of 1936 we of General Mo- 
tors feel confident; of 1937 we 
are not so sure or so sanguine. 
It means we must consider care- 
fully where we are going. 

“So far as General Motors and 
its policies are concerned, in 
everything we are doing we are 
trying to keep in mind the funda- 
mental fact that however well we 
do a job today, there surely is a 
better way to do it. And that is 
why we place so much emphasis 
on research, and in this research 
work we feel much encouraged 
at the opportunities that offer 
themselves there for us to em- 


STATES 


"36 
"35 
"36 
"35 
"36 
"35 
"36 | 


Total, 30 States, 
for March 
Alabama 
Arizona 


Indiana 


36 | 





Ta more people, sell more of 
our products and serve our coun- 
try and our communities better.” 


Sloan discussed the progress 
made in the development of the 
| electrically operated locomotives 
as offering tremendous possibili- 
ties for increasing the speed of 
railway transportation and linked 
this directly with the automotive 
business and all other industry 
by pointing out that “the cost of 
transportation enters into the cost 
of everything we buy.” 


Lauds Engineers 


Turning to the efforts of the 
corporation to improve its prod- 
uct constantly, Sloan paid tribute 
both to the engineering and man- 
ufacturing staffs. 


“We believe that the General 
Motors cars today are cleaner 
from troubles, more attractive 
and provide a greater dollar value 
than ever before,” he said. “This 
is an important reason why the 
corporation is able to sell forty- 
five out of every hundred cars 
sold in the United States. 

“Besides these things we also 
are trying to improve our tech- 
nique in our relations with our 
workers. We are setting up an 
added yardstick and are trying 
to develop a better curve of em- 
ployment, taking off peaks and 
filling in where the production 
line falls below. In this way we 
are trying to develop a higher 
annual income for our workers. 

“We must remember that we 
must not only make the executive 
and the worker efficient, but we 
must also move to make the 
worker and the executive the 
greatest possible consumers so 
that industry can develop the 
highest possible standards of liv- 
ing. The more spread there is 
between a worker’s income and 
the cost of living, the more op- 
portunities he has to buy luxuries 
and semi-luxuries that constitute 
the American standard of living. 
This puts millions of men to 
work. 








Michigan 


“Unemployment is probably our 





biggest problem today. I am dis- 
couraged at the attitude so many 
people take toward it. Reading 
President Roosevelt’s address to 
youth at Baltimore, it seems al- 
most necessary to draw from it 
the fact, that, according to his 
thinking, we must move toward 
reduced living; that he thinks if 
we do this we will have more 
to enjoy. 

“But leisure is non-productive; 
the less cake we bake the less 
we will have to eat. Industry 
must maintain reasonable hours, 
but to urge it to adopt lower 
hours and at the same time main- 
tain present wages can lead to 
only one result. 

“It increases the cost of things. 
The workers receive no more, 
they must buy less; less is con- 
sumed and unemployment will in- 
crease. I think you men could 
perform no greater service than 
to study and analyze the situation 
and determine whether you be- 
lieve that the United States 
should move to the theory of 
scarcity. That is the issue to- 
day. 

Outlines Policies 

“T would like to repeat the poli- 
cies I have laid down at other 
times for use of General Motors 
in relation to its problems and to 
those with whom it comes in con- 
tact. First, we must recognize 
the equity of all our stockholders 
—they own our business, and they 
are entitled to regular informa- 
tion regarding the corporation’s 
progress. Again, we must never 
let our rights interfere with those 
who supply us with materials. 

“We must try to pay the high- 
est possible wage. We already 
are paying 5 per cent more than 
we have ever before paid in our 
history. We must do those things 
which will improve the economic 
conditions of our work. At the 
start of the depression we had 
$100,000,000 with which to weather 
the bad period. During the years 
following our workers drew that 
fund down to a low level, and its 


| practices started. 





depletion, I think, was certainly 
proof of a wonderful protection 
for our workers. There is no 
telling what might have happened 
to them otherwise. 

“We must deal equitably with 
our dealers. In the early days, 
accompanied by terrific demand 
for automobiles, many undesirable 
Now we are 
moving as rapidly as we can 
toward elimination of those prac- 
tices and injection of better ones, 
to give the automobile merchant 
a broader and more secure oppor- 
tunity for a reasonable profit. 


Industry Set Pace 


“No other industry has tried so 
unhesitatingly or has spent so 
much money or effort toward 
turning out a better product at a 
lower cost. There is only one 
yardstick of what we should or 
should not do. We must measure 
the idea to see whether it will 
increase or reduce the cost of 
goods and services. If it reduces, 
that’s what we want, and taking 
advantage of it is the only way 
we will ever be able to reduce 
unemployment in this country. 

“We are offered tremendous op- 
portunities for increasing the 
standard of living. It is the cus- 
tom of the automobile industry to 
produce a new model every year. 
As a result we can increase pro- 
ductivity and payrolls, use more 
materials and in general increase 
our contribution to national 
economy. 

“During the depression  tre- 
mendous problems arose. Today 
America’s production plant is ob- 
solete. What a wonderful oppor- 
tunity to rebuild on a more effi- 
cient basis and give relief to mil- 
lions now on the dole! With more 
efficiency we can bring goods and 
services down to the reach of 
more and more people. I make 
no reservation in saying that the 
problem of unemployment is a 
question of finding a formula to 
release the tremendous opportun- 
ities which await us.” 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherloek & Arnold 
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New Jersey 


“If the present trend continues, | Ol 


ADVERTISEMENT 


~ Total, 38 States, 
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LANSING.—Secretary of State 
Orville E. Atwood has advocated 
the repeal of the sales tax on 
-used automobiles and trucks, as 
a means of lifting the burden on 
the over-taxed automotive in- 
dustry. 

Of. the $26,000,000 sales taxes 
eollected during the first seven 
months of this fiscal year, At- 
wood: said, more than 20 per cent 
came from. the automotive in- 
dustry. This was exclusive of the 
hundreds of thousands of dollars 
of sales taxes collected from the 
sale of gasoline in addition to the 
regular gasoline tax. 

Atwood said: 

“The sales tax is yielding con- 
siderably more than was antici- 
pated when it was enacted in 
1933, and the automobile industry 
of this State is entitled to some 
consideration. 

“The automobile industry is 
the second biggest contributor to 
the sales tax collections. More 
than half of the collections for 
the retail sale of automobiles and 
trucks is from the sale of used 
units. Dealers protest against col- 
lection of what they term ‘pyra- 





U. S. Accident Fatalities 


9% under Previous Year 


WASHINGTON. — Automobile 
accident fatalities in the cities of 
the United States are still run- 
ning well below the total of a 
year ago. Statistics compiled by 
the Census Bureau this week 
show that for the 52 weeks end- 
ing Apr. 11 the total in 86 prin- 
cipal cities was 8,363, compared 
with 9,073 in the year ending 12 
months previously. 

In the four weeks ending Apr. 
11 the total was 567, against 630 
in the corresponding period of 
1935. 

The figures show a recent fatal- 
ity rate of 22.5 per 100,000 popula- 
tion, a decrease of 7 per cent dur- 
ing the year. 
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M ichigan Oftieial U rges 
Re peal of Used Car Sales Tax 


mid’ taxes. They contend, and 
with justice, that while the tax 
on a new low-priced car may be 
only, say, $27, the State actually 
collects as much as $60:on that 
car through several transactions 
as it changes hands. 


“Figures for the first seven 
months of the fiscal year show 
that of the $26,093,423 in sales tax 
receipts, more than 20 per cent, 
or $5,302,258 has been collected 
from the automotive industry. 
About 12 per cent of the total 
revenue comes directly from the 
retail sales of cars and trucks 
which yielded the state $2,033,595. 
This would indicate a total reve- 
nue of about $5,200,000 from this 
source during the current fiscal 
year. To eliminate the tax on the 
retail sale of used cars and trucks 
would save dealers and _ pur- 
chasers at least $2,600,000 an- 
nually.” 


Garages Must 
Aid Police In 
Hit-Run Drive 


DETROIT.—Digging up a law 
passed nine years ago but never 
enforced, all garages and service 
shops in Detroit will have to re- 
port on cars coming into the 
shops with evidences of damage 
due to traffic accidents. The law, 
passed in 1927, provides that own- 
ers or managers of garages or 
service stations shall be subject 
to a fine of $100 or a 10-day jail 
sentence for failure to report on 
cars brought in for repairs which 
bear marks of accidents or bullet 
holes. Convictions on a second 
offense are punishable by fines of 
$200 or 20 days in jail or both, 
and a third failure to make re- 
ports to the police will bring a 
fine of $500 or six months in jail 
or both. 


The resurrection of the bill was 








brought about through the insist- 
ence of Police Commissioner 
Heinrich Pickert to have an or- 
dinance passed to compel the co- 
operation of garages, shops and 
service stations in reporting on 
cars with traffic accident ear 
marks in an effort to discover hit 
and run drivers who leave the ac- 
cident victim in the street. Eleven 
such accidents have taken place | 
so far this year. Bight of them 
are still unsolved. 

Beginning immediately the police 
will check each garage on each | 
patrolman’s beat. The law _ is| 
similar to one requiring all physi- 
cians to report stabbing and gun | 
shot wounds. 


As a further result of the pres- 
ent campaign on hit and run driv- 
ers it has been found that such | 
drivers invariably turn off their | 
lights so that as was the case} 
only a week ago 15 witnesses to 
a hit and run accident were un- 
able to report on the number of 
the license plate. Michigan mo- 
torists, because of the small 
plates this year will more than 
likely be obliged to buy the big- 
gest plates in the country. The 
Detroit police department is 
recommending t hat the 1937 
plates be enlarged to 8x18 inches 
on the basis that plates of that 
size will be .easily read. 





Luce Mfg. Co. 


DETROIT. — Luce Mfg. Co., spe- 
cialized commercial body builders, 
report a continued increase in ship- 
ping schedules, shipments for March 
exceeding $52,000 and reflecting a 
profit for that month. 

The company continues to receive 
business from new accounts as well 
as substantial increases in orders 
from old customers. First quarter 
business included orders from two 
of the larger baking companies, and 
one from one of the largest fleet 
operators in the country. Within the 
past week, quotations were requested 
on 900 jobs from different sources. 





The present volume has _ necessi- 
tated the use of an additional 80,000 
square feet of floor space. At pres- 
ent, 200 units per week are being 
shipped and an increase in shipping 
schedules is anticipated for the next 
few months. 


38 STATES FOR MARCH, 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. States 
Louisiana, Maryland, Minnesota, Missouri, Montana, Nebraska, New Hampshire, New Mexico, North Carolina, North Dukota, Oklahoma, 
Oregon, Pennsylvania, Rhode Island, South Carolina, South Dakota, Utah, Virginia, Washington, West Virginia, Wisconsin, Wyom 


Florida, Georgia, Idaho, Illinois, Kansas, 


HUD. GROUP 


STATES 


Total, 30 States, 
for March 35] 2201 
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Motor Exports 
Hit $68,208,000 
For Ist Quarter 


Washington—Although the 
value of automobiles, including 
parts and accessories, exported 
from the United States during 


| March declined somewhat under | 


that of March last year, the total 


| for the first three months of 1936 


was well above the corresponding 
period of 1935. It was $68,208,000 
against $62,778,000. The March 
figures were: $23,982,000, this year, 
and $25,048,000 in 1935. 

During March 42,264 passenger 
cars and chassis, valued at $11,- 
exported, against 
20,909, valued at $11,070,000, in 
March, 1935. The number of 
trucks and buses shipped abroad 
was 9,954, valued at $4,932,000, 
against 8,815, valued at $4,579,000 
a year ago. 


New York State 
Heads Country 
In Sales Gain 


NEW YORK. — According to 
Sherlock and Arnold’s copy- 
righted new passenger car anal- 
ysis for the metropolitan district, 
15,931 units were sold in March 
or nearly 22/3 times the Febru- 
ary sales. The total sales in 
Metropolitan New York were 33,- 
333 units for the first quarter. 
New York State is leading in 
sales increases over 1935 for the 
first two months in the entire 
country, the percentages of in- 
crease being: 

NEW YORK 
CALIFORNIA 
ILLINOIS 
MICHIGAN 


481/3 
436/7 
371/3 
242/3 


Abandon Street Cars 

RICHMOND, Va., (UTPS).—AIll 
arrangements have been completed 
for abandonment of the electric car 
lines in Petersburg by the Virginia 
Electric and Power Co. 
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New Jersey 361 153 70| 223] 37) 96) 133] 
35] 109| 62) 171] 65) 53) 118] 





Ohio ’361 910) 


203} 11131 130, 139) 2691 


35] 320) 110) 430] 55| 54] 109] 


Vermont 361 


32) 19) 271) 5) 
33) | 3é 29| ~—30) 60| 


35) 16464 
41| 17260 
4| 11469 
19] Pa 9599 











12; 153 22; 377 


36 30305 
13] 16708 





8 19] 4| 2 61 
4] 


35 | 17| 8| 25] 4 | 


Total, 38 States, °36 1 4835 1340 61751 1122) 1284) 2406! 135) 
1306] 4727] 919 828] 1747] 319) 


for March 35] 3421 


TIONS REPORTED TO DATE, ’36-’35 


HUD. GROUP AUBURN 


MONTHS 


January 36] 4661 
a ’B5] 3010 
February "361 3727 
°35| 3269 

Total, 38 States, "36 
for March "85 
Total to Date 
35] 9700 


"36 | 13223 


NASH GROUP 


4 


1752 ol 1128| 1467| 2595] 201 


1317| 4327 


| 1264) 4533] 


33| 3: 109 36) 48 


1 8) 


9) | 
o| 


| | 358 
2 455 





43| 1781 844) 207 3133 
| 319] 903) 541! 573 


240| 3712 12] 211445 


226) 2212) 16] 182370 





201| 892; 328) 3030) 56 


851| 833] 1684] 486 486] 596] 552! 431] 50 
| 1236) 4963] 869) 970] 18391 175 
810] 803] 1613] 423 
4835| 1340| 61751 1122) 1284) 24061 135, 43) 178] 844) 
3421| 1306] 4727] 919) 828] 1747] 319] 

4328|175511 3119| 3721| 6840] 511 
| 8887|13587] 2580] 2464) 5044] 1228! 


7| 182) 798 
| 4231 900! 440} 348] 39 
207) 3133) 51 
| 319] 903) 541] 573] 35 
50| 561] 2534! 743! 8587| 155 
|1228] 2399] 1533) 1352] 124 


208; 2424 48| 157| 


NON-AFFILIATED GROUP 


241; 3943! 707) 11 
228| 2677! 267] 108 
3199| 781| 22] 176668 
2123] 637| 89] 170615 
| 240| 3712} 398| 12] 211445 
| 226) 2212] 349] 46] 182370 
| 638| 10854! 1886) 45] 603895 
| 648] 7012] 1253] 243] 489620 


215782 
136635 





; 194| 














The best way to attract more business, to give the best kind of service, to cut down time and increase profits on every job 


. Joyce single and portable four-post Hydraulic Lifts, Automotive and Industrial 


Jacks—the best equipment to do it with. 


THE JOYCE-CRIDLAND COMPANY 


DAYTON, OHIO 





Motors F airly 


Winther Sule 
With Average 
Loss of 1.56 pts. 


By C. J. ALEXANDER 


NEW YORK.—Shares of auto- 
motive manufacturers found the 
going extremely rough in the sell- 
ing wave that hit the stock 
market this week, but they with- 
stood the shock in better shape 
than some of the other industrial 
groups. With the market as a 
whole selling off three and one- 
half points Thursday, General Mo- 
tors was off one and one-eighth 
and Chrysler one and one-half. 
The average for motors was about 
one and one-quarter. This fol- 
lowed a drop of 1.56 in the week 
ended Wednesday. Borg-Warner 
was off three points in the Thurs- 
day break. - 

The Automotive Daily News 
stock price averages for Apr. 22 
compared as follows with the pre- 
ceding week and the like date of 


last year: 

This 

Week Change 
47.52 —1.56 
50.01 —1.44 


Year 
Ago 
21.32 
21.83 


Last 


24 Motors 
10 Car-truck co's... 
10 Parts-accessories . 41.20 —1L.81 22.43 
4 Tire-rubbers 28.13 —2.59 13.69 
A further decline in the aver- 
ages than actually took place was 
averted by the rally in the market 
for automotive shares on Wednes- 
day. The motors were quick to 
rebound but were unable to erase 
the losses sustained earlier in the 
week covered by the averages. 
The tire and rubber shares, after 
having shown outstanding strength 
in the week preceding gave more 
ground, on the average, this week 
than the other groups. The re- 
bound in the tire group was strong 
on Wednesday, however. 


Some Hit New Lows 


For the first time in many weeks, 
it was necessary to report that 
some of the individual stocks 
reached new low prices for the 
year rather than new high. Among 
these were Bohn Aluminum, Budd 
Wheel, Houdaille-Hershey A and 
B, Mullins, common and preferred; 
Square D, Timken Roller Bearing 
and Waukesha Motor. 


Carriers & General Corp., an in- 
vesiment trust, bought 1,000 shares 
of Chrysler in the first quarter of 
this year, according to its report 
for the period. Tri-Continental 
Corp., on the other hand, sold 
2,000 shares of Chrysler and 3,000 
shares of General Motors. Se- 
lected Industries sold 5,000 shares 
of Chrysler and 1,000 shares of 
General Motors. Capital Admin- 
istration Co. sold 300 shares of 
Chrysler and 500 shares of Gen- 
eral Motors. 


General Motors reported to the 
Stock Exchange that it held in its 
treasury 730,522 shares of its 
common stock, an increase 
110,415 shares over the “7 led 
of the preceding month. The 
stock was acquired in connection 
with the company’s employes’ 
Saving plan, it was reported. 


Ratify Stock Change 
Stockholders of Graham-Paige 
have ratified the increase in au- 
thorized common stock to 3,500, - 
000 shares from 2,500,000 and the 
offering to stockholders of 600,000 
shares of additional stock. The 


new stock will be off 
—* ered at $3 a 


43.01 


The plan of reorganizati 
the Autocar Co. has arin eet 
and a special meeting of stock- 
holders to vote on the new pro- 
posal will be held on Apr. 29 
Under the new plan, each share 
of present preferred stock would 
be converted into one new share 
of $100 par value instead of one 
share of $50 par stock and five 
shares of common as at first pro- 
posed. The new preferred would 
be entitled to cumulative divi- 
dends of $3 annually and would 
participate with the common dol- 
lar for dollar in dividends up to 


an additional $3 for the preferred. 


There were only 19 failures of 
manufacturers of automobiles, 
automotive supplies and accessor- 
ies in 1935, as against 24 in 1934, 
according to Dun & Bradstreet. 
This was the smallest number of 
failures in a single year on record. 
The involved liabilities also 
touched a new low at $684,733, a 
drop of $2,623,000, or 79 per cent 
from the 1934 liabilities of 
$3,307,000. 

Failures of wholesalers and re- 
tailers of automobiles and acces- 
sories in 1935 increased to 251 
from 210 in the preceding year. 
The total, however, was under 
that of all the years prior to 1934. 
In spite of the larger number of 
failures in this group, defaulted 
indebtedness went down to a new 
low, dropping to $3,908,000 from 
$5,099,000 in the preceding year. 


Briggs Mfg. Co. Earns 


$4.77 Per Share in ’35 


DETROIT.—a pamphlet report 
of Briggs Mfg. Co. and subsidiar- 
ies for the year ended Dec. 31, 
1935, shows net profit of $9,266,- 
200 after depreciation and federal 
taxes equal to $4.77 a share on 
1,942,450 shares, no par common 
exclusive of 36,550 shares of 
which 31,300 are treasury shares 
and 5,250 are held by a foreign 
subsidiary, report of which is 
consolidated. The company pre- 
viously had reported preliminary 
earnings figures of $9,258,046 for 
1935. 

This compares with net profit 
in 1934 of $5,121,625, or $2.64 a 
share on 1,940,250 no-par shares 
exclusive of 38,750 treasury 
shares. 


Chicago Yellow Cab 


Net Totals $185,424 


CHICAGO.—Report of Chicago 
Yellow Cab Co., Inc., and sub- 
Sidiaries for year ended Dec. 
31, 1935, shows net profit of 
$185,424 after depreciation, fed- 
eral taxes, etc., equivalent to 46 
cents a share on 400,000 no-par 
shares of capital stock. 

This compares with $114,002 or 
28 cents a share in 1934. 
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Firm as Selling Wave Hits Market 


Last Minute Wall Street Wires 


From C, J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, Apr. 24, 3:39 P.M.—Motor shares today regained 
most of their losses of yesterday, with Chrysler again at 
100 and General Motors also higher. The favorable Chrys- 
ler earnings report and dividend action and the expecta- 
tion that General Motors on Monday would also report 
good earnings aided sentiment. 


Republican Fire Aimed at 


Administration Tax Bill 


By WILLIAM ULLMAN 


WASHINGTON.—The real bat- 
tle in Congress over the long- 
awaited administration tax bill 
got under way Thursday when 
the house began debate over the 
revolutionary measure designed to 
raise more than $800,000,000 the 
first year. The bill already had 
been under heavy Republican fire, 
a minority report from the ways 
and means committee’ branding 
it “not designed to raise revenue 
but admittedly another New Deal 
experiment.” 

The motor industry will be par- 
ticularly concerned in the fate 
of the bill’s “wealth-sharing” pro- 
gram of forcing current corporate 
surplusses into dividend distribu- 
tion, under penalty of being taxed 
by the federal government. It was 
also discovered when the bill was 
whipped into shape that it con- 
tains a surprise provision which 
carries the administration’s war 
on holding companies far beyond 
the public utilities. This pro- 
vision would prevent all corpora- 
tions from circumventing taxes 
by diverting earnings to the books 
of holding companies. 

Under present law, earnings 
passed on to holding companies 
by corporations, and credited to 


them, enjoy a 90 per cent exemp- 
tion; in other words, only 10 per 
cent is regarded as taxable in- 
come. Under the new bill, if a 
corporation passes earnings to a 
holding company which owns 
more than 50 per cent of the 
stock, such earnings cannot be 
considered as “distributed” and 
the corporation will get no tax 
credit. 

Inquiry here elicited information 
that such large motor companies 
as might be hit by this proposal 
have anticipated the move and 
have been quietly consolidating 
their subsidiary companies to re- 
move the corporate structure from 
all holding company suspicion. 

Coincident with the start of de- 
bate in the house, Capitol Hill 
learned with dismay that the 
present proposed tax reforms will 
by no means meet the needs of 
the treasury. 

After outlining the new corpor- 
ate tax objectives, estimated to 
yield an “average” of $620,000,000 
for the next nine years, the ways 
and means committee admitted 
the bill would not raise the total 
demanded by President Roose- 
velt. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, APRIL 24, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


1935-36 
High Low NEW YORK 
50), 35% Allis Chalmers Mfg. ... 
41 32%, 
58°, 31 
54, 38 
31%, 21% 
63% 5242 
63% 49, 
$3, 4 
647%, 49% 
15% 9, 
14 9/4 
31% 19% 
103% 85. Chrysler 

2344 Clark Equipment 

36 Cleveland Gr. Br. 
42 Collins & Aikman 
Ad Commercial Credit 


American Chain 
Auburn Auto 

Bendix Aviation 
Bethlehem Steel 


Chicago Yellow Cab (1) 


55 Commercial Investment T. (2).. 


24 Continental Motors 
4 Curtiss-Wright 
10, Curtiss-Wright A 
138 du Pont de Nemours 
28. Eaton Mfg. 
35 Electric Auto-Lite 
48 Electric Storage Battery 
291. Evans Products 
7% Federal Motor 
24%, Firestone T. & R. 
334 Gabriel Co. A 
36% General Electric (80c) 
537, General Motors 
45, Glidden 
13% 
21% 
2" 
Hayes Body Corp. 
Houdaille-Hershey B 
Hudson Motor 
Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 


Kelsey-Hayes W. B. ...... 


Lee Rubber & Tire 


American C. & F. ...-scccccces 


Budd Mfg. Co., E. G. ......--- 
Budd Wheel Co. .......-. 


1935-36 
High Low 


63% 47% 
35 24% 
37 27% 
47\, 21% 
37%, 28/4 
15% 

17% 

17% 

15% 

6% 

28% 

4% 

18, 


Last Sale 


NEW YORK Apr. 24 Apr. 17 


Libbey-Owens-Ford Glass 

Ludlum Steel 

eee. Bee GBD oc csccecceccces 
Midland Steel 


Republic Steel Corp. ..........- 


14 Socony Vacuum 


6% 
13¥% 
17%, 

9 Vy 

8Yg 
24% 
1 2% 
60's 


Sparks- Withington 

tee Ts ic bn des biccccceneet's 
Stewart-Warner 

Studebaker 

Thermoid Co. 

Thompson Products 
Timken-Detroit Axle 

Timken Roller Bearing 


39 U. S. Industrial Alcohol 


16% 
94, 
18% 

BY, 
44% 


44 
21% 
64 
23% 


U. S. Rubber 

Westinghouse E. & M. ......... 
White Motors 

Yellow Truck 

Young Spring & Wire 


CHICAGO 


eae der ks oaks pneees 
Bendix Aviation 

Borg-Warner 

Houdaille-Hershey B 


et ccd senna es 
Perfect Circle 
Pines Winterfront 


DETROIT 


Ex-Cell-O Aircraft & Tool 
Federal Mogul 
Hoover Steel Ball 


Murray Cop. ..20.ccccccecepee 


Spring Sales to 
Continue Good, 


Chrysler Belief 


(Continued from Page 1) 
maintained throughout the spring 
with a consequent benefit to em- 
ployment. 

Chrysler Corp. reported that the 
first quarter of this year had been 
the most profitable first quarter 
in its history and that it had been 
surpassed only by the last quarter 
of last year. The directors de- 
clared a dividend of $1.50 a share 
on its common stock, the largest 
distribution ever ordered for one 
quarter. A quarterly dividend of 
$1 a share had been declared in 
January and a dividend of 75 
cents last October. The current 
distribution is payable on June 30 
to stock of record of June 1. 

For the three months ended on 
Mar. 31 the net profit was $11,- 
453,439, equivalent to $2.65 a share 
on the common stock. This com- 
pares with a net profit for the 
quarter ended Mar. 31, 1935, of 
$9,163,182, after deducting a non- 
recurring charge of $1,507,525 
representing premium on_ the 
Dodge Brothers debentures called 
for retirement last May 1. This 
profit was equal to $2.12 a share 
on the common stock. 

The corporation’s increased 
profit was effected despite a 
slight decline in sales, which re- 
sulted from the introduction of 
the current models two months 
earlier than usual. Sales of pas- 
senger and commercial cars dur- 
ing the first quarter totaled 239,- 
867, compared to 247,631 for the 
corresponding period of last year. 
Total sales amounted to $148,- 
463,735, against $149/949,990 for the 
first quarter of last year. 

“Cash and marketable securi- 
ties (all prime short-term securi- 
ties) at Mar. 31 totaled $69,966,453, 
an increase of $10,848,866 during 
the quarter,” Chairman Chrysler 
said. “Net current _ assets 
amounted to $76,507,010 at Mar. 
31, an increase of $15,203,918 since 
the first of the year, Inventories 
decreased $11,415,598 during the 
quarter. Depreciation and amor- 
tization amounting .0o $4,368,485 
were charged to operations dur- 
ing the period under review, and 
net property, plant and equipment 
decreased $3,260,204.” 

The balance sheet shows that 
reserve for contingencies and 
other purposes was increased from 
$9,616,448 on Dec. 31 to $12,574,- 
807 on Mar. 31. 

Current assets on Mar. 31 to- 
taled $129,123,793 and current lia- 
bilities were $52,616,782. This 
compares with current assets of 
$105,784,670 and current liabilities 
of $44,696,233 on Mar. 31, 1935. 


Borg-War ner 
Reports Income 
For Ist Quarter 


CHICAGO.—Borg-Warner Corp. 
has reported consolidated net in- 
come of $1,575,362.85 for the first 
quarter of 1936 ended Mar. 31. 
During the three months period 
dividends amounting to $32,382 
were paid to preferred stockhold- 
ers leaving a net profit to com- 
mon stockholders in the amount 
of $1,542,980.85 equal to $1.34 per 
share on 1,150,957 shares out- 
standing. Sales during the first 
quarter of 1936 in all industries 
served by the corporation includ- 
ing automotive showed an in- 
crease over the same period in 
1935. 


Earnings Up 7% 
TOLEDO.—Earnings of the City 
Auto Stamping Co. for the first 
quarter of 1936 were reported to be 
up 7 per cent above the same period 
in 1935. Net earnings for the first 
quarter of the year were $116,646. 
Employment was up to 700 workers 

from 500 employed a year ago. 





the 
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ch Dimension 


The News of Automotive Advertising 


By GERRY SCHURMAN 


Queen Mary’s Eyelash 


Utilizing trans-Atlantic wireless transmission of photo- 
graphs for newspaper advertising, Socony-Vacuum the 
first of this week ran copy featuring the super-liner 


Queen Mary’s trial trip. 


The six-column photograph was taken from ah air- 
plane, sent to London and wirelessed to New York. 


The advertisement, which 


ran in New York City and 


Boston newspapers, pointed out that the 23,000 gallons of 


oil used in the 200,000-horsepower @— 


engines was made in the same re- 
finery that produced Mobiloil for 
American motorists. 

Queen Mary’s tremendous 
power, the copy pointed out, “is 
dependent on the efficiency of. a 
film of oil the thickness of an 
eyelash!” J. Stirling Getchell pre- 
pared the advertisement. 


Resolutions 


In a meeting devoted exclusive- 
ly to the discussion of advertising 
problems, the American News- 
paper Publishers’ Assn., Thursday 
afternoon, unanimously resolved 
that “use of the standard form 
of contract and the standard con- 
ditions shall be a requirement 
for recognition as an advertising 
agency.” 

The association also resolved 
“that recognition be canceled of 
any agent not operating as an 
independent contractor, or not 
assuming full and sole liability 
for payment for services rendered 
under his contract.” 

A report of the average dollar | 
spent by national advertisers | 
showed that newspapers received | 





45.6 cents, magazines 32.5 cents, | 
car cards six-tenths of one cent, | 
chain broadcasts 13.4 cents and) 
outdoor advertising 7.9 cents. 


Ford Recordings 

Ford dealers are now using 333 
adio stations in a nation-wide re- | 
corded program. Thirteen pro- | 
grams have been produced and | 
there are from one to three broad- 
casts per week on each station. 
The campaign features especially 
the Ford V-8, but will also em- 
phasize used cars sold under the | 
R&G Guarantee (See ADN, Apr. | 
18). | 

N. W. Ayer & Son and McCann- | 
Erickson are handling the cam- 
paign and World Broadcasting 
System is making the recordings. | 


| 
| 
| 
} 
} 
| 
} 
| 


Danger Signs 

Pontiac has just released a film 
“Danger Signs,” centering around 
safety and accident prevention. 
A comparison is made between 
the 1936 automobile and one of 
five years ago. Hazards of the 
city streets and the open high- 
ways are portrayed. 

Although a Pontiac is used in 
the film, it contains no direct ad- 
vertising. 

The film is being shown to 
luncheon clubs, schools and civic 
meetings. 





Texaco Signs Cantor 


Eddie Cantor will broadcast for 
Texaco beginning next fall. The 
network and supporting program 
have not yet been decided. Hanff- 
Metzger is the agency. 


Name Gaughen 

Capper Publications, Topeka, 
have appointed Frank X. Gaughen 
as Detroit manager, succeeding 
his brother, the 
late John B. 
Gaughen. 

The company, 
joining its 
Cleveland and 
Detroit terri- 
tories, has 
placed Gaughen 
in charge of the 
combined terri- 
tories with 
headquarters in 
the General Mo- 
tors Bldg., from 


F. X. Gaughen 





which sales activities for Michi- 
gan, Ohio, West Virginia, Western 





Pennsylvania and Kentucky will 
be directed. 

Before joining Capper Publica- 
tions 15 years ago, Gaughen was 
advertising director of the Elec- 
tric Auto-Lite Corp., which posi- 
tion he resigned to enter the Cap- 
per organization. He is also an 


official and director of Capper- 
Harman-Slocum, Inc., publishers 
of the Michigan Farmer, Ohio 
Farmer and Pennsylvania 
Farmer. 


Ayer V-P’s 
Frank L. Scott jr., and Thur- 
man L. Barnard, both of Detroit, 


F. L. Scott T. L. Barnard 


have been elected vice-presidents 
of N. W. Ayer & Son. 

Scott will serve as vice-presi- 
dent in charge of the Detroit 
office and Barnard as vice-presi- 


dent in charge of Detroit office 
service. 

Scott has headed the Detroit 
office since its establishment six 
and a half years ago and has been 
with Ayer for the last 10 years. 

Barnard has been with Ayer 15 
years and before that was with 
the Curtis Publishing Co. 


Aro Appoints 

Aro Equipment Corp., maker of 
lubricating apparatus, has ap- 
pointed United States Advertising 
Corp. as its counsel. 


Personals 

Lee E. Olwell, for the past three 
years publisher of the New York 
Journal, is now associated with 
Arthur Kudner in an executive 
capacity. Todd Reed, for- 
merly associated with P. P. Willis, 
Inc., and Frederick & Mitchell, 
has just been named advertising 
manager of General Household 
Utilities Co., Chicago, whose line 
includes automobile radios. 
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New Car Sales 
Gain 17% in Mar. 


WASHINGTON.—E xactly to 
what extent the upward curve of 
retail sales of new automobiles is 
being maintained is shown in the 
preliminary adjusted index figure 
compiled this week by the Bureau 
of Foreign and Domestic Com- 
merce. Sales in March were 17 
per cent higher than in March, 
1935, and 71 per cent greater than 
March, 1934. ‘ 

The index, which makes allow- 
ance for the number of days as 
well as for seasonal movements 
was 100.5 in March, on the basis 
of the 1929-1931 average as 100, 
compared with 89.5 in February 
and 102 in January. 

Daily average sales, without 
seasonal! adjustment, increased 
about 78 per cent from February 
to March. The aggregate value 
for the first three months of this 
‘ear was about 14 per cent above 
the same period last year and 87 
per cent above 1934. 


N°? CAR—new or old—can show more power in a demon- 


stration than there is in its gasoline. 


If you want to demonstrate 100% performance every time— 
demonstrate with Ethy] in the tank. You use about two gallons 
of gasoline in the average demonstration—and 2 gallons of Ethyl 
cost exactly 4¢ more than 2 gallons of regular gasoline. 

Put that 4¢ beside a $7 to $15 sales department overhead 
per demonstration! Little enough when today you must have a 


100% demonstration to swing the sale. 


P. S. If your car has an adjustable spark for the octane quality 
of fuel used—be sure you set it to take full advantage of Ethyl. 














A new building for. 
welcoming thousands 


who annually visit 
the Ford Plant 


THE FORD 


Every WEEK, for years, thousands of people have 
come to see and marvel at the fabulous Ford Rouge 
Plant in Dearborn—the world’s greatest industrial 
exhibit. In 1935 more than 90,000 visitors were 
escorted through the factories. 

This spring a new hospitality building will be 
completed to serve as a landmark and rallying point 
for visitors. It is the Ford Rotunda from Chicago’s 
Century of Progress in 1934, brought to Dearborn 
and made permanent in limestone and steel. 

Inside this great Rotunda provisions have been 
made for the entertainment of guests as well as their 
comfort. In addition to men’s and women’s lounges 
and writing room, there is a theater where moving 
pictures will be shown and which is also equipped 
for radio broadcasting. 

In an open court at the center a 20-foot 
globe turns slowly to reveal scores of Ford 
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ROTUNDA 


plants dotting the five continents, and the water 
routes on the seven seas where Ford ships seek both 
markets and materials. Ford plantations, forests and 
mines are shown dotting the two Americas. 

A photo-mural, 20 by 600 feet in size, covers the 
main Rotunda wall. Below this is a complete dis- 
play of Ford, Lincoln and Lincoln-Zephyr cars. A 
visitor may spend a day pleasantly and profitably in 
Rotunda and plant. No pains are spared to leave 
with him the complete and fascinating picture of 
Ford manufacturing. He cannot escape the con- 
clusion that precision methods, elaborate tests of 
material and finished parts, careful checks for qual- 
ity and splendid working conditions combine to 
produce lasting value in the Ford V-8. 

It is conservatively estimated that this 
year well over 100,000 persons will visit the 
Rotunda and Rouge Plant. 
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